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‘Learn to “Buy Money” from Your Banks 


‘few thousand pairs of shoes totals more than 

| what the entire store was worth five years ago. 
Banks \are in business to sell money—it is for you to 
learn how to buy wisely and well. The discount on a 
bill, of fine shoes these days is worth something—in 
fact many a store gets its sweetest profits from the 
discounts taken, even though it had to go to the bank 
to get, the wherewithal to pay on time. 

Bankers are more receptive to retail store trans- 
actions than ever before. The great stimulus in this 
direction of recent date is due unwittingly to the 
statement made in behalf of a united stores corpora- 
tion that “retailing is to be in this country one of the 
great bases for investment. Now capital is turning 
stéadily to industrial enterprises.” The eyes of the 
banking world suddenly saw that here right at its 
door was the greatest investment possibility. The 
local bank with its knowledge of the merchant cer- 
tainly is in better touch with the safety of investments 
than in the huge venture a thousand miles 
away. | 

‘With public demand strong for merchandise at the 
new! |prices it becomes evident that for the store to 
have,shoes to sell it must have the power to finance 
the new volume at the new cost prices. Therefore, it 
is,mdeed a good mid-season opportunity for the mer- 
chant, t to bring his accounts up to full strength and to 
rea ‘his hold-over stocks. Cleaning store may be a 

sie! ractise but a fresh Fall stock is the only in- 
surance that sales will be possible. It isn’t a case of 
shées ‘alone—its a case of shoes upon the shelves that 
will be “‘wanted’”’ by the public. 


B UYING money is a fine art these days when a 


Turn-overs have got to increase—you can’t go on 
with a 1.7 turn-over when the. minimum should be 
three at least and as many more as possible. It will 
take too much capital to swing a business if the turn- 
over is barely twice in a year. And yet this appears to 
be pretty much the average in stores today. The 
more shoes you buy with this condition apparent the 
more “blind profit,” but the less actual money profit. 
Stock on the shelves may be worth twenty-five per 
cent more than three months ago, but it isn’t so until 
you collect the cash therefrom. 

Get to know your. banker—standardize your 
methods of accounting and show a bill of health that 
will make bank assistance possible—for financing 
today is one of the biggest problems of the retail shoe 


_ trade. 





Merchants and Strikes 


OMETHING has got to. be done to cure the 
strike epidemic on. transportation lines. Of 
strikes: in- the skilled trade there is ever present the 
one controlling element .that the worker cannot get 
more than what the business can afford, for bank- 
ruptcy and non-employment comes at the end. The 
skilled worker realizes it and ought. to know when to 
stop. We will not go further at this time into the 
merits or demerits of labor controversy in the man- 


“ ufacturing field. 


But what we do want to “‘hit home” is the tremen- 
dous menace of strikes in transportation lines, the 
big marine. strike, possibilities of. railroad, rjkes, 
the bitter examples of telephone and telegraph : Mes 
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and now the unhappy possibilities of a national epi- 
demic of street car line strikes. 

The business of the retail shoe merchant suffers most 
in the latter sort of strike. It is high time that some- 
thing was done to cure it. 

There is always trouble enough to spare in any 
labor controversy, without interference of non-inter- 
ested parties. This is a principle which should be 
insisted upon. 

Here is a point for every merchant to consider: 
In any protracted strike, nine times out of ten, the 
merchants are the principal losers. In a great many 
strikes, insidious newspaper agitation has much to do 
with promoting trouble. If strike troubles do occur 
in your town, keep your eye on the newspapers, and 
mark down those which are slyly promoting the trou- 
ble by magnifying grievances and by the use of flaring 
scare heads, which exaggerate every detail; keep them 
in your memory as being among the worst enemies of 
your prosperity. That is exactly what they are. It 
may not be advisable to withdraw advertising from 
them, but merchants will be no more than 
human, if in the course of a year a newspaper which 
does its best to be a trouble maker in the community 
receives a smaller total appropriation than the news- 
paper which honestly tries to adjust the trouble and 
bring things to a peaceful status. 





Selling Extra Pairs Now 


ANY retail merchants these days are instilling 

into the minds of their salespeople the prin- 

ciple of “selling them something else besides” when 
dealing with customers. Haberdashery salesmen 
are taught to call the attention of a customer who per- 
haps wants merely a pair of socks that they have some 
extra fine neckwear that has just arrived, or that they 
have some bargains in shirts, or that a special line 
of pajamas is being closed out. Hardware salesmen, 
too, are trained, just before handing back the change 
after making the sale of a cooking pot, to ask the cus- 


tomer to take a look at a new line of aluminum ware. 


that perhaps has just been unpacked. 

Many shoe merchants carry only shoes; they have 
not yet seen the desirability, perhaps, of a varied line 
of findings. Since the shoe dealer’s scope is limited in 


a, 


such a case and he can’t “sell them something else”’ 
of another kind, he may think his selling capabilities 
are blocked. But they are not. He still has a re- 
course. Since he can’t broaden his sales, he can 
intensify them. 

This is only another way of saying that he can often 
sell a customer an extra pair, or even several extra pair. 

Of course, this is not as easy nowadays as it would 
have been a few years back. In the good old days 
when a fairly good quality of shoe could be bought 
for a song and three or four extra greenbacks, thirty 
dollars would purchase half a dozen pairs whereas 
the same sum will not fetch more than two or three 
good pairs today. At the same time it must be re- 
membered that prosperity is more general nowadays 
than then and that there is much more money per 
capita in circulation. A lot of people have made 
money in the last few years and are amply able to pay 
even a fancier price for stylish, dependable footwear. 

There are two sound, substantial arguments to 
plant in a customer’s mind in discussing with him the 
desirability of purchasing more than one pair of shoes 
atatime. Both are economy arguments, and economy 
is a principle having an appeal for all classes. 

In the first place, it can be pointed out that the 
wise purchaser can effect a substantial saving by 
anticipating his footwear needs now rather than wait 
till necessity forces him to make a purchase at some 
future date on a rising market. If thecustomer thinks 
shoe prices are high now, he will quickly get over his 
resentment when he is shown that they are going 
even higher. Emphasis can be laid on increased labor 
costs, for all newspaper readers are aware that labor 
everywhere has been on the upsurge. 

In the second place, the customer can be shown 
that it is a paying proposition to buy two pairs of 
shoes at a time, and wear them alternately, for two 
pairs not only wear twice as long as one pair, but, due 
to the rest received, very much longer. In addition, 
it can be pointed out to him how much the feet will 
appreciate a change to another pair of shoes, in the 
same way that a perspiring, tired horse will pull bet- 
ter after a fresh, cool collar has been put on him. 
Then again, an extra pair of shoes is more sanitary. 
The resting pair get an airing that is good for hoth 
leather and wearer. If allowed to remain on trees 
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for 24 hours, they return to their task of pounding 
the pavement with what seems to be renewed vigor. 
It is a well-known fact that a razor performs its work 
much better after it has been removed from active 
duty and allowed to rest a while, 

Of course, there are certain classes of customers 
who could not be induced to buy an extra pair by any 
argument. Some of them have not the cash and others 
are naturally tight-fisted and short-sighted. But your 
prosperous, well dressed man or woman can often 
be led to take two pair as readily as one. 





High Rents and Congestion 


MATTER of acute interest is that of high 

rents charged in down-town districts. Favor- 
able locations command prohibitive prices and 
the desire for the site often overshadows the 
common sense of the merchant. How much should 
each pair sold carry on a rent charge? 

There is no mistaking the fact that owners of city 
real estate in business districts are levying a pretty 
heavy tax on the public. There is no probability that 
their desire for “more” will yield to anything but 
force. The application of that force will come in the 
development of new trade centers. Why cannot 
merchant’s associations take up this identical ques- 
tion? If rents on certain parts of certain streets are 
too outrageously high, then take steps to scatter the 
trade and build up new centers. 

The merchant with two or more stores in a com- 
munity is doing his bit towards that—for the public 
soon learns that the lesser location might be more 
convenient and yet give the same values and service. 

In the establishing of a series of stores, run by the 
independent merchant comes many advantages. 
One well known merchant with six stores has never 
had a clearance—merely a shifting of selling numbers 
to the store best located for the current demand. His 
purchases in greater volume assists in deliveries and 
his overhead is cut considerably. Then again, he is 
best located to make unnecessary the starting of 
chains of stores by manufacturers. In fact, the real 
merchant today is proving by his efficiency and his 
local knowledge of conditions to be by far the best 
and safest distributor of shoes for the industry. 
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Flashes on Style 


Black shoes, of fine leather, are selling 
in large volume in the women’s trade. 

A leading maker of women’s popular 
style shoes is eliminating fine colored 
leather from his lines, because of the 
high prices and uncertain deliveries of 
such leathers. 

A tanner who bought skins at $15 a 
dozen, sold them at $18 to make a quick 
profit. Later, he bought them back at 
$20. Now he is asking ‘‘Where is the 
Profit?’’ | 

A cable order to Boston asks for 1,000- 
000 pairs of women’s welt shoes to be 
delivered within the next year. 

Sales of growing girls’ shoes show a 
steady gain, due, in a large measure, to 
the public walking more and desiring 
low heel shoes. 

A feature of the school shoe trade is 
the larger demand for welt shoes of the 
better grades. 

A feature of the men’s trade is the pop- 
ularity of high-grade shoes of the walk- 
ing style, comfortable, serviceable and 
durable. . 

Sales of silk hosiery are reported the 
largest in history, a sign of the growing 
appreciation of beauty in footwear. 

The showing of low-cut shoes for 
Spring, 1921, is the largest and most varied 
that the Boston market has known. 

Beautiful boots of genuine deerskin 
in fawn and white are among the aristo- 
cratic dress shoes for the coming social 
season. 

Stylish McKay shoes for women are 
selling at $7.40 a pair in case lots. 
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INVESTIGATION OF SHOE 
PRICES. 


District Committee Has Been Asked 
to Probe “‘High Cost of Living”’ 


Washington, D. C.—The cost of shoes and other 
commodities in Washington will be taken up for 
investigation in the near future by the Senate District 
Committee. The Senate has been asked to pass a 
resolution giving the committee authority to summon 
witnesses, call for papers and generally conduct a 
thorough investigation of the high cost of living in the 
District of Columbia. 

Local merchants have repeatedly been charged 
with expanding prices even more than their colleagues 
in other cities, and Senator Sherman, chairman of 
the committee, has been a bitter foe to high prices. 
His committee will obtain wholesale and jobbing 
prices, which will be compared with the retail prices 
charged in Washington stores. If the margin of 
profit is too great, he declared, his committee will 
have no doubt as to the existence of profiteering. 

Food, rent and shoes will be the three main items 
taken up, and a sub-committee will be appointed to 
hold the hearings and make the investigation. The 
probe originally was intended to cover only food and 
rent, both of which are very high in Washington, but 
‘the receipt of reports that shoes would be advanced 
in price in the near future led the committee to 
include that ‘item among the commodities to be 
investigated. 

Washington merchants feel confident that the 
committee will be unable to substantiate any charges 
of profiteering. They point out that salaries to clerks, 
the costs of wrapping paper and other materials, and 
overhead expense generally have advanced decidedly 
within the past year, and declare that the prices now 
being asked for shoes are justified by existing con- 
ditions and the cost of doing business. 


POSSIBLE 


Senate 


MINIMUM WAGE OF $16.50 FOR WOMEN - 


Recommended in Stores of Washington 


Washington, D. C.—A minimum wage of $16.50 
per week for female help in Washington’s retail 
stores has been recommended by the conference on 


mercantile industry created under the minimum 
wage law enacted by Congress at the last session. 
The conference was composed of three representa- 
tives of the stores, three representatives of the women 
employes, three representatives of the public and 
three representatives of the minimum wage board. 
An investigation of more than 4,500 women in the 
mercantile industry by the conference developed the 
fact that one-half received $12.00 per week -or less 
and only one-fourth more than $16.00 per week. 
Thus the minimum wage of $16.50 will mean, an 
appreciable increase to the great majority. " 
“The conference finds that the minimum wage for 
women workers in the occupation under inquiry 
should be $16.50 per week, and that any lesser wage 
is inadequate to supply the necessary cost. of living 
to women workers in such occupation and to maintain 
them in health and protect their morals,” declared 
the conference in its report. “The weekly budget 
upon which this wage is based is:. Room and board, 
including lunches, $9.50; clothing, $4.00 and sundries, 
including laundry, sickness, dentistry, oculist, amuse- 
ments, vacation, carfare and other incidentals, 
$3.20. ind 
“The conference recommends that the wage to, be 
paid to learners and apprentices in such occupation 


shall be not less than $12:50 per week, if such learner 


or apprentice has had less than three months’ exp 
ence, and not less than $14.50: per week if such febtblr 
or apprentice has had more than three .mofiths’ 
experience in such occupation; -and that the maximum 
length of time that any woman worker shall. be; eni- 
ployed at wages less than $16.50 per week snallite 
seven months.” __ wit 
Before the new rate is ordered by the. minimum 
wage board, a public hearing must be held, and em- 
ployers must then be given two-months in which 
to make arrangements for paying the new wage ‘scale. 
This will bring the effective date of the new wagt!to 
about November 1. ar 
A minimum wage of $15.50 per week was rédenthy 
ordered for female employes in the printing trades, 
to which no opposition was offered by the employers, 
and it is believed that the minimum wage for store 
clerks will be handled with similar expedition. 
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E STYLE SHOW 


July 14,15, 16 and 17, 1919 


Boston’s Biggest Mid-Season’s Market 
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Buyers from All Over the Country in Attendance at Style Show---Orders 
Placed at Show, Hotel Sample Rooms and Shoe Offices 
_in Excess of Any Other Year 


HE Boston Shoe Style Show, held in Symphony 
. Hall July 14, 15, 16, 17, being a display of the 
arts and craftsmanship of the shoe, leather 

and allied industries, was a great success. 

The eighty exhibitors covered all lines of mer- 
chandise in the shoe and leather industry from the 
finished leather to the completed shoe, the ingredients 
and trimmings thereof, and even down to the methods 
of publicity. ; 

It opened right on time and each afternoon’s session 
was given over to educational films, showing the 
processes of shoe manufacture, and rubber manu- 
facture, as well as an educational film showing why 
shoes cost more. This was prepared by the Boston 
1920 committee of the National Shoe Retailers’ 
Association and is later to be sent around the country 
as a medium of education on prices. , 


Opened by T. F. Anderson and 
Congressman Fitzgerald 


The opening evening was made the formal night of 
the week and Secretary Thomas F. Anderson ‘of the 
New England Shoe and Leather Association brought 
to the end of the runway Congressman John F. 
Fitzgerald. 

Mr. Anderson said in part, ‘““We need Convention 
Style Shows and get-togethers to hold interest in the 
great shoe and leather center of the world. As 
America is the supreme arbiter of shoe styles for the 
world, New England stands responsible for 54 per 
cent of America’s production of shoes, and it-is doing 
everything to increase its reputation and prestige ih 
the shoe markets of the world.” 

Congressman Fitzgerald said, “New England is 
truly fortunate. It is the far northeast corner of the 
country, but it has skill and ability of a high order. 
America is shortly coming into a labor shortage. The 
big problem is immigration; 5,000,000 workers have 
been lost to us, and within a year 1,500,000 workers will 





sti 


goabroad and go to Europe, and weare fast approach- 
ing the time when there will: be five jobs for every 
four workers. - 

The immigrant will not come for many reasons, 
and prohibition seems to be the last straw. 

New England is fortunate in its skilled labor. It 
has plenty of it; it should do everything it can to 
hold it:here. It can hold this labor to better advantage 
than any other section of the country, now; but the 
question is, will the employer and the employe so co- 
operate in the future as to make labor content to 
stay in New England to build up her industries.” 


_ Forty Models on Runway | 


On the fashion runway forty models appeared in 
quick succession. ‘Each model made four changes of 
shoes and costumes and the result was that one 
hundred and sixty displays were made each night. 

There was plenty of activity in the booths, but it 
was more a case of-acquaintance than business trans- 
acted, for this season the general. condition is that 
factories have orders sufficient to keep them running 
until well into the Winter.- 

The public was invited and came in great numbers. 
As a publicity stunt on Wednesday evening, five shoe 
men were selected to serve as judges of normal feet in 
the hopes of getting a perfect. foot. 

The show was under the management of William H. 
Walsh, and was the best managed show to date held 
in the Boston market. ig 

Buyers from England were very much in evidence, 
as well as buyers from all partsof America. Inspection 
of lines in booths was the feature of the afternoon 
session, while the night’ was exclusively a runway 
affair. The strong spot-lights brought out the 
shoes, leather and details of patterns while the 
slide telling the story was flashed on the screen. 
The show was closed Thursday evening in a blaze 
of glory. 
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As Cartoonist Joe Stern of the “Recorder’’ Staff Caught 





Shoe and Leather Celebrities at Boston Shoe Style Show 
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SPORT EVENTS OF BIG OUTING, BOSTON SHOE TRAVELERS’ ASSOCIATION 


1. Salesmen’s Baseball Team 
2... Retail Tug of war-riors 


3. Winning Team of Shoe Buyers 
4. Winning Salesmen Tug-o-war-riors 


Nineteenth Annual Outing 


Boston Shoe Travelers’ Association 


HE great event in the Boston mid-market sea- 
son is the annual outing of the Boston Shoe 
Travelers’ Association. This year the attend- 

ance was 50-50 salesman and buyers. Each buyer is 
the guest of the association, and the fixed rule is “‘no 
business and much pleasure.” 

As in years gone by the men assembled early in the 
day outside of the Hotel Essex, thence to march 
through the shoe and leather district to the steamer 
wharf. } 

At 10.15 the boat started for the tour of 
Boston Harbor. Landing was made at Pemberton 
and the line of march swung around in a circle to 
hear the announcement of games. 

The committee under Charles F. Maxwell for the 
nineteenth outing included W. M. Oakman, A. L. 
Puffer, Bert Torrey, L. F. Burdett and Harry A. 


Goller. 
The big feature of the athletic tournament was the 


baseball game between the salesmen and buyers. In 
former years it was difficult to get a major league 
line-up of buyers, but this year three full teams might 
have been arranged. It was a spirited four-inning 
game with lots of war veterans on both sides. 

For the salesmen the line-up. was: Harkins, 2b.; 
Ellice, s.s.; Puffeg, 3b.; Hap Burdett, p.; Len Bur- 
dett, c.; Gaffney, 1b.; Blackey, c.f.; Tansey, r.f.; 
Chenowith, 1.f. 

The retailers’ line-up was: Geo. Geuting, 3b.; 
Wilkins, r.f.; Fournier, 2b.; Saunders, 1b.; Embrey, 
c.f.; Steifel, s.s.; Ferrers, r.f.; Taylor, c.; Wirth, p. 
Home-run Geuting was a spectacular player for the 
retailers. Final score was in favor of the retailers, 
7 to 5. 

The next event, the 100-yard dash for retail shoe 
buyers brought out a long line-up, for the prize in 
this event was a trip in a hydroplane over Boston 
Harbor. A. S. Aronson of Filene’s, Boston; A. 
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Harry Brown—ready but the machine was not 
James H. Tansey wins Salesmen’s Race 


Saunders of Butlers, Boston; and F. P. Fournier of 
Lewiston, Maine, crossed the tape in a triple tie. 
In the run-off, A. S. Aronson won. Out of courtesy 
to the State of Maine he gave to A. P. Fournier the 
privilege of taking the trip in the hydroplane, for 
“sailing high was no novelty to him.” He received a 
consolation prize of a fine pair of shoes made by the 
Fiske Shoe & Leather Co. 

In the salesmans’ race, for the same distance, James 
H. Tansey came in first with A. B. Blumenthal second 
and C. H. Lindsay third. The tug-of-war, an annual 
feature between the merchants and the salesmen, 
was a real test of strength. The -veteran leader, J. 
Frank Crehan was first to grab the rope for the sales- 
men, who was followed by H. A. McGlauflin, Geo. 
Armstrong, Frank Larkin, N. D. Loud, Fred Platts 
and A. B. Cogan. The other side of the rope was held 
by John Magett, M. H. Wagner, Tom Welsh, F. A. 
Gilchrist, J. C. Trainer, Larry Cross and W. H. 
Larkin. The salesmen won. 

The potato race was won by M. H. Wagner of 
Pittsburgh with A. Saunders of Boston, second and 
Larry Cross of Brockton, third. The pipe race was 
won by A. P. Fournier; Mr. Worth, second and James 
H. Tansey, third. 
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3. Warren L. Ellice, who sailed aloft 
4. A.S. Aronson winning Buyer’s Race 


Aviation Now an Outing Feature 


There was one aviation passenger in the party, 
Warren L. Ellice, who covers New England for 
Joseph Herman Shoe Company. Harry Brown, 
treasurer of the Consolidated Shoe Co., Inc., won a 
bet made by Everit B. Terhune, put on his leather 
aviation togs, but trouble with the magneto prevented 
his going aloft. 

Sports concluded and picture taken the party re- 
embarked for the sail to Paragon. Here the big shore 
dinner was served and prizes awarded, and the event 
declared a “grand success.” The event would not 
have been complete without the attendance of “Pop” 
Hall, the broad-walk man from Haverhill, a traveler 
of 50. years’ experience and Joel Page, now in his 
eighty’s and who was the first traveling man to carry 
shoe samples out of New England. 

There were Southerners a plenty and prominently 
conspicuous were J. D. Collins of Birmingham, 
Alabama; Jake Simon, of Mobile; J: C. Fadler, with 
Mrs. Fadler from Louisville; Sam Heyman and Mrs. 
Heyman, from Memphis; “Red’’ Wilkins, Jackson- 
ville; Dave Rich, Birmingham; and Rueben Steifel, 
Memphis. : 











44 





Arthur A. Williams Shoe Company’s 
Salesmen’s Convention 
Held in Boston, Week of June 30—Historic 
Plymouth Visited 
The salesmen of the Arthur A. Williams Shoe Com- 
pany, Holliston, Mass., held a convention in Boston 
during the entire week of June 30. The evenings were 
spent in visiting local points of interest and on 
Thursday the delegation took a boat to Plymouth 
where a special “Shore” dinner was served at the 
“Samoset.”” After that, automobiles. took the party 
about to the various historical points. 


Roster of Salesmen 
The following is a list of salesmen and their terri- - 
tories: 
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Were you there? Well, here’s the finest Association picture ever taken! 
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Salesmen of Arthur A. Williams Shoe Co., at Plymouth Rock, July 3, 1919 
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C. N. Stevenson, Northern Ohio and Michigan; 
Henry Kucehler, Northern Kentucky and Southern 
Ohio; C. E. Wilson, Indiana; J. E. Crafts, Western 
Pennsylvania; W. C. Olds, New York City, Long 
Island and Northern New Jersey; E. N. Braun, 
Chicago; M. Doran, New York State; F. A. Robin- 
son, Central Pennsylvania; E. C. Davidson, Rhode 
Island and Connecticut; Walter M. Muir, Southern 
New Jersey and Philadelphia district; E. J. Mayfield, 
Eastern Virginia, North Carolina and South Carolina; 
C. E. Smith, Central and Western Virginia and 
Northwest North Carolina; C. L. Johnson, Georgia; 
Putnam Matthews, Pacific Coast territory; J. T. 
Studebaker, Kansas; F. M. Chubb, Eastern Penn- 
sylvania; H. C. Bright, Southern Kentucky and 
Tennesse; A. W. Blois, Boston district; G. W. 
Baker, Maine, New Hampshire and 
Vermont; W. D. Cahill, Illinois. 

In the above mentioned list of 
salesmen, Braun, Blois, and Stude- 
baker are new men with the line. 





England Buying Immense 
Supplies 
Eager Demand for American 
Shoes if Embargo Is Lifted 


It is reported by the consul at 
Nottingham, England, that American 
offal leathers are arriving in England 
in large quantities and the cost com- 
pares very favorable with the English 
offal leathers. Rough leathers are 
selling better and bringing higher 
prices. Full sole leathers, including 
anything up to twelve pounds in 
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bends of good quality, are in good demand and 
. will find a ready market there for the next six 
months. Only the better class of finished upper 
leathers are in demand but they are very difficult to 
obtain. Supplies of raw goatskins are arriving more 
regularly and in larger quantities so that English 
producers of glazed kid will be in a position to meet 
all of their domestic demands. Sheep leathers are 
finding rather a slow sale at current prices. 

Large demands of the civilian trade have kept the 
boot and shoe manufacturers steadily employed. 
Orders are plentiful but only for the better qualities; 
the cheaper grades seem to be out of fashion. Ameri- 
can boot and shoe manufacturers would find a ready 
market in England for the sale of their goods at the 
present time provided they could get necessary import 
permits to ship them into that country. 





Mrs. William J. Ahern Dead 


Publisher of Coast Shoe Reporter 
Dies Suddenly 


SAN FRANCISCO—The death of Mrs. William 
J. Ahern, publisher and editor of the Coast Shoe 
Reporter on Saturday, July 12, was both sudden 
and unexpected. Funeral was held Monday, July 
14, 

This is the telegraphic account of the death of one 
of the brightest women in journalism—in fact, the 
leading woman in the business of publicity on a 
trade paper. Her trips to market centers made her 
nationally known in the industry. 

Mrs. Ahern did not long survive her husband, 
William J. Ahern, who died less than two years ago. 
She was his greatest helper in starting the Coast 
Shoe Reporter in 1904, and was largely responsible 


Each man is easily recognized. It was the first outing of the year One-Dry of Boston Shoe Travelers’ Association 
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for the fifteen years’ progressive growth of the pub- 
lication, which enjoyed a leadership along the Pacific 
slope. When “Billy” Ahern died his widow became 
editor and publisher and was ably assisted by her 
son, Frank J. Ahern. The publication, under her 
management, grew, attesting her ability in business. 
She was one of the leading factors in the establish- 
ment of the California Shoe Retailers’ Association, 
and aided in organizing its first convention a few 
short weeks ago. 

In her death there is a deep touch of sorrow, for her 
happy faculty of holding friendships endeared her to 
the entire trade of the Pacific Coast. Her friendships 
in the trade journal field made her beloved. The 
““Recorder”’ staff gives expression of the reverence and 
respect to the memory of Mrs. William J. Ahern, 
publisher—ever an advocate of what was best in 
business journalism and ever zealous for the welfare 


‘of her countless friends. 





Changes on Shoe Board 
' Capt. W. C. Thomas Now Chief 


Washington, D. C., July 18.—Captain W. C. 
Thomas has been appointed chief of the Leather and 
Rubber Goods Division of the Army Quartermaster’s 
Department in place of Major Joseph C. Byron who 
resigned some time ago to become associated with 
the Claims Board of the War Department. 

Lieutenant-Colonel George B. Goetz who is well 
known to the leather industry and who during the 
war purchased harness and saddlery for the War 
Department has been appointed Salvage Officer 
to the Claims Board and is associated with Major 


Byron. 
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held its twenty-first annual meeting at Hotel 

Brunswick, Boston, on the evening of July 8 
and elected as its president William J. Martinez, who 
has been ‘an active member of the association ever 
since its formation. His election is considered a 
deserved recognition of his 
services. 

William J. Martinez isthe 
leading manufacturer and 
wholesaler of New Orleans, 
having been in_ business 
there for many years and 
succeeding his father, who 
for a long period was en- 
gaged there in the same 
business. The Martinez 
concern as wholesalers have 
been established nearly one 
hundred years, and as man- 
ufacturers have been pro- 
ducing shoes in New Orleans 
for an extensive period. Re- 
cently W. J. Martinez & 
Bros. perfected plans for 
another shoe factory in that 
city. Wm. J. Martinez has 
purchased a piece of land on 
which will be constructed a 
shoe factory to cost in the 
vicinity of $100,000, built 
along the most modern lines. 
This new factory will give 
employment to several hun- 
dred persons in the produc- 
tion of the “Apex” line of 
footwear. 

Mr. Martinez is well-known 
in the Boston shoe and leather district, having made 
trips here annually for many years. Mr. Martinez 
has a genial personality and to know him is indeed a 
pleasure. 


fic Southern Shoe Wholesalers’ Association 


Photo by Bachrach 


A Flourishing Organization 


The Southern Shoe Wholesalers’ Association is in 
an Al condition numerically and financially. Much 


credit is due to the active efforts of its very efficient 
secretary-treasurer, E. K. Marshall. 

At the meeting which was held at the Southern 
Shoe Wholesalers’ Association, the retiring president, 
I. E. Dooley of Knoxville, Tenn., presided. Mr. 
Dooley has given splendid service to the organization 
during his term of office. 


He has been one of the best 





WILLIAM J. MARTINEZ 
President Southern Shoe Wholesalers’ Association 
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William J. Martinez Elected President 


Southern Shoe Wholesalers’ Association Honor New Orleans Man 


presidents that the association has had since it was 
organized, and was given a cordial vote of thanks for 
his services as “War President.” Mr. Dooley re- 
sponded with an eloquent and patriotic address. Mr. 
Dooley introduced as the first after-dinner guest. and 
speaker President Byron S. Watson of the National 
Shoe Wholesalers’ Associa- 
tion, who gave a brief re- 
view of some of the more 
important work performed 
by that organization, par- 
ticularly of the recent organ- 
ization of the Allied Council 
of American Shoe and 
Leather Industries. 

He expressed the opinion 
that this new body has great 
possibilities for good to the 
entire allied industries. Mr. 
Watson also gave an outline 
of the deliberation of the 
National Rubber Commit- 
tee of the National Shoe 
Wholesalers’ Association. 

Secretary Louis M. Tay- 
lor of the Middle States 
Shoe Wholesalers’ Associa- 
tion also spoke and em- 
phasized two especial points 
which in his opinion are 
of paramount importance 
to the trade—the need of a 
better system of ascer- 
taining the cost of doing 
business in the wholesale 
shoe trade and the duty 
of all business men _ to 
take a greater and more 
practical interest in public affairs. v4 

Secretary S. W. Campbell of the National Shoe 
Wholesalers’ Association was also present as a special 
guest. ; 

Emphasize Need of Higher Education 


At the business session following the dinner, there 
was a discussion of the need of better and higher 
education in the United States as disclosed through 
the operations of the draft system during the war. 
The members present pledged cordial support to the 
bills now pending in Congress providing for financial 
assistance in the various states for improved education 


advantages. 
(Continued on. page 47) 
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New York Style Show 


Second Event at Bush Buyers’ Building Reveals Styles on Living Models 


HE New York Shoe Retailers’ Association, in 
T co-operation with the Bush Terminal Company, 

held their second Style Show at the Bush 
Terminal Sales Building, Forty-second Street, July 17 
and 18. 

Invitations were sent out by the Retailers’ Associa- 
tion in large numbers. This was particularly true of 
greater New ‘York and adjoining cities, so that its 
attendance exceeded any similar event. 

Many of the members of the local Retail Shoe 
Merchants’ Association and out-of-town shoe men 
were present. 

President John Slater welcomed the shoe men and 
stated the conditions in the retail shoe trade from the 
standpoint of the retail shoe merchant. 

Francis M. Hugo, state secretary, of New York, 
spoke on the fairness of the retail shoe merchant in 
keeping prices at the lowest possible point. 

On Friday evening a {dinner was given to Secretary 
Hugo, at which matters-were discussed regarding 
general trade conditions. Charles T. Hoskins, 
secretary of club mémbership, of the Bush Terminal 
Company; H. M. Wright, publicity director of the 
Bush Terminal-Company; Emil Unger of the Ameri- 
can Shoe Polish Company; A. L. Slavens, vice- 
president. ‘of: the Boyden Shoe Company; John T. 


Slater and Irving T. Bush entered the discussion and — 


expressed their opinions, which proved an interesting 
and educational feature. 


Styles Exhibited at Show 


Many attractive styles were exhibited including 
men’s high shoes, oxfords and riding boots. Women’s 
shoes shown were in gun metal with gun metal buck. 
tops; patent leather with ‘suede tops, eight-inch 
patent leather boots, field mouse, kid tops; eight-inch 
brown. kid welted boots, Louis XV heels; brown kid 
welted oxfords, Louis XV heel; black satin Colonial 
pumps with steel buckles. Intheinfants’ and children’s 
lines high and low shoes of tan and — calf 
were in evidence. 


Havana Brown Leads- 


From the samples shown the predominating colors 
for women’s shoes for Fall are black and havana 
brown, with long vamps the rule and full Louis heels. 

In walking boots, straight Cuban heels are general, 
ranging from 114” to 2” and’ in mahogany and dark 
tan colors. Combinations were shown such as beaver 
tops over dark brown vamps or dark kid vamps with 
ooze tops. The Baby Louis heel will be popular, 
running ten-eights to twelve-eights, and on these the 





lasts will have long, stylish lines and a long vamp. 
The most popular general height is eight and one-half 
inches. The demand seems to be about 15 per cent 
in button shoes in black and dark brown. 

In the men’s shoes, the long vamp English style in 
tan and the dark shades willlead. There isa tendency 
to slightly lighter shades in men’s tan shoes. 


Clever Costume Harmonies 


The models showed a harmony of costumes, one 
wearing black satin pumps with baby Louis heels 


‘ with an American beauty taffeta gown; dnother a 


black mat kid pump with French heels with a costume 


’ of black satin covered with black net. Another wore 


black mat kid Colonial with a blue georgette after- 
noon gown. Tan oxfords were worn with blue serge 
dresses, and for novelties a high tan storm shoe with 
a tweed coat, a Russia calf boot with a plaid skirt, 
brown suede boot with a sport coat and fancy beaded 
moccasins with negligees. 

The exhibitors represented were Krippendorf- 
Dittman Company, Utz & Dunn, Dugan & Hudson 
Company, James A. Banister Company, Bliss & 
Perry Company, George W. Baker Shoe Company, L. 
B. Evans’ Son Company, R. H. Hoskins & Company, 
Stetson Shoe Company, Inc., Boyden Shoe Mfg. 


‘Company, Sawyer Boot & Shoe Company, Whitney 


Baby Shoe Company, Miller Shoe Company Inc. and 
the Ideal Baby Shoe Company. 





H. E. J. Schmidt Manager 


‘ Kopp Boot Shop, Dubuque, Iowa, Has Efficient 


Head 
H. E. J. Schmidt, recently assistant buyer for the 
Harris-Emery Company, Des Moines, Iowa, has. as- 
sumed the management of the Kopp Boot Shop, one 
of Dubuque, Iowa’s leading shoe stores, this change 
taking effect from June 1, last. 





WM. J. MARTINEZ ELECTED PRESIDENT 
(Concluded from page 46) 

With William J. Martinez at the helm of the 
Southern Shoe Wholesalers’ Association, still further 
progressive work for this active association is pre- 
dicted during the reconstruction period. Although 
the future will doubtless present grave problems, the 
members of the association have no fear but that their 
captain will safely guide them in a happy solution of 
the difficulties which may arise, so that 1920. will see 
the Southern Shoe Wholesalers’ Association in the 
most flourishing ‘condition of its history. 
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Dave Davis, secretary-treasurer of 
the Shoe Travelers’ Association of 
Chicago, worked like a trooper for 
the exposition, but is happy over the 
results. He represents Thompson 
Bros. in Chicago and vicinity. 


A “frank” talk between Frank P. Meyer, president of the Illinois Shoe Re- 

tailers’ Association, and Frank B. King, president of the Chicago Shoe 

Travelers’ Association, relative to holding the State Convention and the 
Shoe Exposition in conjunction, July, 1920. 


First Chicago National Shoe Exposition 
Grand Success 


Future Shows an Assured Fact Through the Contact of Merchant, 
Manufacturer and Salesman 


The Chicago wholesalers and manufacturers did enter 
into the project in a whole hearted way and did inject 
a whole lot of spirit and pep into the show. 

The buyers did respond in unexpected numbers 
not only with their presence but with an unexpected 
and surprisingly large volume of business as well. 


arrange for a shoe exposition there was con- 
siderable doubt as to the feasibility of having 
the show in July. 

It was a question as to whether or not it would 
pay; as to whether the shoe travelers, the Chicago 
wholesalers and manufacturers would make displays 
and manifest the necessary interest and pep; as to 
whether the shoe buyers would respond in a worth- 
while way. 


\ N THEN the Chicago Shoe Travelers began to 


Builded Greater Than They Knew 


The men who had in charge the arrangements for 
the exposition builded greater than they knew. The 


All of these doubts have been dispelled. The shoe 
travelers did work for the show and did make displays. 


first estimates were that there would be approxi- 
mately seventy-five lines on display and it was 
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ns D. “Sana is president of the 
National Shoe Travelers of Iowa. 
At the Iowa Convention, he was pre- 
sented with a gold watch as a token 
of the good work he had done in that 
organization and in boosting the 
Iowa Shoe Retailers’ Association. 


calculated that two floors of the Morrison Hotel 
would be sufficient display space. The proposition 
grew and grew. Floor after floor was added and finally 
when the big show opened five floors were occupied 
containing a total of one hundred and forty-two 
separate and distinct displays. 

The visiting buyers were expecting a good show 
but were utterly surprised and astonished at the 
multiplicity of displays in every line of shoe mer- 
chandise and shoe store equipment. 

The dominating thought behind the exposition 
project was to acquaint the buyers of the country 
with Chicago manufacturers and wholesalers; to prove 
to the buyers and merchants of the Middle West and 
far West that it was worth their while to include 
Chicago in their buying itinerary; to prove to the 
buyers of the South and Southwest that they could 
not afford to overlook Chicago as a market for shoes, 
findings and shoe store equipment. All this and more 
has been accomplished. 
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Te WIVES AND LADY GUESTS 
ENJoyeD THEMSELVES 


TICKLED 
To DEATH! 








Nobody has any kick coming. The Chicago manufacturers, the wholesalers, 
the fixture men, the shoe travelers, the visiting merchants and visiting ladies 
—all are pleased and satisfied with the First Chicago National Shoe Exposi- 


tion. 









Not only from the territory contiguous to Chicago 
did the buyers respond, but from practically every 
section of the whole country they were here, and 
besides these, were buyers from Mexico, from Canada, 
from Cuba and South Africa. 

One South African buyer offered one of the leading 
manufacturers in men’s shoes an order for forty-two 
thousand pairs while another buyer from the same 
country offered this same concern an order for twelve 
thousand pairs. 

One Canadian buyer said this was his first visit to 
Chicago but hereafter he would be on the ground 
whenever an exposjtion was held and would depend 
on Chicago market for supplying a share of his needs. 

The visiting buyers no matter from whence they 
came carried home with them a new vision of Chicago 
as a great central market for shoes, findings and shoe 
store equipment. 

They came in contact with good, well selected up- 
to-the-minute in stock shoes to supply the needs of 
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practically every department in the store. Many 


merchants who came with doubt in their minds, as, 


to whether or not they would find anything of a 
snappy peppy character, went home with duplicates 
in their pockets of some of the liveliest merchandise 
the shoe manufacturers of the country produce. 

One merchant said that the children’s department 
of his store had been the weak link for many years. 
That some way or another the lines which the shoe 
travelers had brought to his store did not at all times 
meet his needs. He had never before realized what a 
good place Chicago was to come to for misses’ and 
children’s shoes. 

The merchants of the country knew in a general 
way that Chicago had some factories that were mak- 
ing first-class men’s shoes. Many of these merchants 
are to a greater or lesser extent stay-at-home buyers 
and until they came to Chicago with the shoe exposi- 
tion had no realization of the magnitude of men’s 
shoe production of Chicago. 
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Future Expositions Are Assured 


The future of the Chicago National Shoe Exposition 
as a regular semi-annual affair is an assured fact. 
The worthiness of the project has been proven. The 
only questions that remain to be settled are where 
and when. j 

There is a feeling on the part of some of the men who 
participated in the exposition that the next show 
should be held in the Coliseum, which is the largest 
auditorium in Chicago or the Middle West, yet by 
actual figures it has been demonstrated that the 
display space occupied in the Morrison Hotel was 
25 per cent greater than that available in the whole 
Coliseum. While one hundred and forty-two is a good 
many lines, in all probabilities the next show will 
include a great many more than this number of 
displays. 

On this basis of reasoning, it would seem that it 
would be better to still continue to hold the exposition 
in one of the downtown hotels 
even if additional floors would 





Within the last year or two 
and especially within the past 
six months, the shoe stores of 
this country have been perk- 
ing up. It has been a time 
of beautification, and mer- 
chants are interested today 
as never before in beautiful 
window trims and handsome 
interior decorations. The 
rooms occupied by the display 
fixture and store decoration 
concerns were indeed busy 





I 
The Exposition DREW 
BUYERS FROM ALL 
POINTS OF THE 
is COMPASS! 


have to be requisitioned for 
the purpose. 


Next: Exposition To Be 
Held In January 


While no definite date has 
been fixed for the next expo- 
sition the probabilities are 
that it will be held the week 
of January 5. This will en- 
able the members of | the 
National Retail Shoe Dealers’ 
Association and other mer- 








spots and many a store will 
present a more handsome 
appearance as result of buying that was done at the 


shoe exposition. 


Shoe Travelers Well Pleased With Outcome 


The shoe travelers representing, out-of-town lines 
entered into the show, not so much in anticipation 
of selling a whole lot of merchandise, but with the 
idea of filling any small needs that their customers had 
overlooked on their regular buying trips. In fact, 
many of them had no shoes to sell. They merely 
wanted to greet the merchants and have these mer- 
chants go over their business to see if their orders 
were rightly placed. 

However, every man who had a sample room and 
was in position to deliver shoes at once or make any 
definite promises for future delivery sold about all the 
shoes he wanted to sell. 

And so, not only old customers were served, but 
new business relationships were established which 
will mean more business and more satisfactory 
business, both on the part of the men in the Chicago 
market and on the part of the merchants as well. 


.. chants who live west of 
Chicago to visit this exposition on their way to 
Boston to attend the National Convention. 
_ Too much praise cannot be given to Frank B. 
King, president, Dave Davis, secretary, and the other 
members of the Chicago Shoe Travelers’ Association 
who had in hand the arrangement of the shoe exposi- 
tion. These men all worked untiringly and without 
compensation in order ‘to put across the big idea of 
the exposition which they had conceived. 
_ A project is now on foot to combine the Chicago 
National Shoe Exposition and the convention of the 
Illinois Retail Shoe Dealers’ Association in July, 
1920. Plans looking to this end have been set on 
foot. They have been discussed by President King 
of the Shoe Travelers’ and. President Meyer of the 
Illinios Retailers’ Association and the matter will 
probably be thrashed out and decided at the conven- 
tion of the retail merchants to,be held in Springfield 
July 28, 29 and 30. Should these two events be com- 
bined in one the attendance of merchants will no 
doubt rival that of any National Convention that 
has ever been held. 
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Animating Your Window 


Hold a Novel Fall Footwear Exhibition in Your Window---The McCurdy 
Store, Rochester, Shows Merchants How to Catch the Eye of the Public 


ONVERTING a display window twenty-two 
r: feet long by eight feet wide into a miniature 
fashion footwear exhibit with the very newest 
Fall oxfords, pumps, and shoes shown on living models, 
was the particular achievement of McCurdy & Co., 
one of Rochester’s (N. Y.) leading department stores. 
The window served as the stage, the sidewalk as the 
theatre and the public as the audience. Youthful 
mannikins dressed in the height of fashion, one 
model known throughout the world as the ““Kodak”’ 
girl and now being featured in the advertising of a 
nationally known 
camera, strutted up 
and down the win- 
dow displaying next 
season’s' master- 
pieces in feminine 
footwear. 


The Traveling 
Man with Ideas 


It was the con- 
ception of Lieuten- 
ant George R. 
Duncan, southern 
salesman for Dugan 
& Hudson Co., of 
Rochester, N. Y., 
that an animated 
fashion display, 
such as he had 
seen often in Paris 
while serving with 
the A. E. F., would 
stimulate interest 
in shoes and aid 
in the sale of better and higher priced shoes. 
In Paris, according to Lieutenant Duncan, women 
make their selections from the costumes worn 
by living models employed in the apparel shops. 
These mannikins promenade up and down the elab- 
orately appointed show rooms of the French retail 
establishments wearing apparel that harmonizes 
completely. The woman sees the gown or hat or 
shoes “‘in action” and grasps the effect, style and pro- 
portions immediately. She approves and purchases. 
She disapproves and is shown other merchandise. The 
service is individual and most effective. 

For thirteen months Lieutenant Duncan tried in 
some way to “Americanize” this plan and finally 
hit upon the show window exhibition. Knowing shoes 





Showing Shoes to the Public on the Living Models in the Shoe Store 
Window 





he decided to feature this particular bit of apparel and 
with the aid of “Jim’’ Olmstead, manager of the shoe 
department of the McCurdy store saw his idea care- 
fully carried out. 

The window was attractively trimmed with lattices 
at the extreme left and extreme right. These were 
covered with natural oak leaves and branches tied with 
broad golden ribbon. Here and there golden rod 
was hung with gold ribbon. New Fall shoes, made by 
the country’s most famous makers, were displayed at 
each side of window in front of the lattices. The 
natural background, 
of the window, a 
rich mahogany, set 
off the display to 
great advantage. A 
striking contrast 
was offered the ex- 
ceptional trim by a 
deep gray carpet 
that covered the 
floor. In the center 
of the window was 
placed a heavy cir- 
cular mahogany 
table and two chairs. 
Cards on an easel, 
neatly lettered, an- 
nounced the make 
of the shoe and gave 
a brief description 
as the model walked, 
sat, or danced about 
in the window. , 


The Run of Styles 


Hanan & Son showed a heavy Norwegian Calf 
oxford with 134 heel’ and perforated tip and 
foxing. Five brass eyelets added “pep” to the 
sport oxford. Another Hanan model was a black 
satin pump which was shown with black and silver 
buckles. 

J. E. French Co. offered a heavy walking lace boot 
with 134 heel and proved quite popular. 

Utz & Dunn, Rochester, N. Y., added “home 
talent” to the display by showing a genuine 9-inch 
gray buckskin lace boot with 4-inch vamp, 24-inch 
Louis heel and exceptionally fine lines. 

The two models presented a most impressive picture 
when they appeared dressed in the very newest riding 
habits and wearing black soft Russia leg riding boots 
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made by the Boyden Shoe Company. The boots are 
shown in the photo above. 

I. Miller’s neat patent pumps with elaborate black 
buckles, Louis heels and daring lines drew expressions 
of delight from the ‘“‘matinee” folks. A real novelty 
lace boot, demure 
in lines and tone, 
fashioned of patent 
leather with 4-inch 
vamp and Creese- 
co's Dove Gray 
top and 24-inch 
Louis Heel, was 
one of the many 
Wichert & Gardi- 
ner models shown. 
Another Wichert 
& Gardiner design 
is worn by the 
model wearing the 
suit. 

The most elabor- 
ate evening slippers 


GEORGE R. DUNCAN 
ever displayed in 


Who Designed and Managed Shoe 


Style Show in Window of McCurdy the McCurdy shoe . 


& Co., Rochester department were 
from John J. Latti- 
man Shoe Mfg. Co., and were of brocaded cloth of sil- 
ver with large silver colonial buckle and Louis heels 
covered with cloth of silver. These are shown in 
the above photo. 
The McCurdy store plans to hold two 
such footwear displays each year, one in 
the Spring, and the other in the Summer. 
Early in April when it is planned to hold 
the next show a real stage will be erected 
in the store and a musical concert will be 
given as the fashionably attired models 
pose on the stage. At the Spring exhibi- 
tion the Spring and Summer footwear is 
shown. In July, Fall footwear is dis- 
played exclusively. The models walked, 
sat, and posed about in the window for 
fifteen minutes at a time, giving the 
audience enough time to absorb all the 
style features of the apparel worn. 


Lace Shoes Completely 


Lace shoes, according to this exhibit, 
still reign supreme. Not one button shoe 
was shown in the entire showing of forty- 
eight pairs of shoes worn by the models. 
Tan and patent oxfords and pumps were 
in the great majority. A profusion of 
gold, silver and black cut steel and beaded buckles 
were exhibited. 
The new Tweedie Boot Top was shown in all colors 
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and mostly with the new long vamp pumps and ox- 
fords. They drew rounds of applause by their accu- 
rate fit and the excellent contrast they added to the 
low footwear. 

A novelty in women’s hose that proved the hit in 
hosiery at the fashion exhibit was the new French 
“‘Jass’”’ Sox. This abbreviated hose of black silk is a 
little over eleven inches in length with a two-inch 
gold fringe at the top. 

“Did it pay>” I hear you ask. Here’s one incident 
that may help to answer your question. ‘Jim’ Olm- 
stead, the manager of the McCurdy shoe department, 
watched the show from the sidewalk, listening to the 
comments of the women spectators and taking notes 
of their remarks when suddenly a woman rushed up to 
him and said: 

““Mr. Olmstead, send me a 6B in the same shoe that 
model is wearing.” 

That particular pair of shoes was priced at $22. 





A Remodeled Shoe Store 


The interior of the E & R Boot Shop, 49 Michigan 
Avenue, Detroit, Mich., has recently been remodeled. 
The walls have been finished in pea green, the ceilings 
in white. The fixtures and shelving are finished in 
mahogany. In place of the old style chairs forty new 
leather upholstered opera chairs and twelve fitting 
stools to match have been installed by the American 
Seating Company. Under the management of C, F. 


Interior of E & R Boot Shop, Detroit 


Beplay, formerly with Stouts Shoe Company,, In- 
dianapolis, the business has come to the fore as one 
of Detroit’s most progressive men’s stores. / 
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EDITOR’S NOTE—When a retail shoe store turns 
its stock six times a year and then repeats the operation 
year after year till it becomes a habit; when this store, 
situated not on the beaten path in the busy retail district, 
but out to one side, draws trade from every quarter of the 
city of St. Louis, it becomes evident that there are some 
mighty good reasons for these conditions. 

In this story Mr. Williams has given seven reasons. 
There is another reason greater than either than those 
given, or possibly not so much a reason as the under- 
lying principle on which all the other 
reasons are based, and that is SIN- 
CERITY. There are a lot more 
things Mr. Williams might have told 
you about the store of which he is 
the head. 

For instance, in the past few years 
the demand for men’s congress shoes 
has slumped off till most stores have 
ceased to carry them at all. The 
Williams store saw the opportunity, 

featured congress shoes, advertised 
congress shoes and cashed in on con- 
gress shoes. 

“No demand here for wooden 
shoes,”’ says the average merchant, 
but the Williams store thought other- 
wise and now keep a small factory 
busy turning out a particular kind of 
wooden shoes. 

Among the other unique features 
of this store is the stock numbering system. The com- 
bination of figures gives the kind of leather, method of 
attaching sole (welt, turn or Mc Kay) and price. Read 
the story of the Williams store. There are ideas here 
that can profitably be used in many stores. 

When the convention of the National Shoe Retailers’ 
Association was held in St. Louis, Mr. Williams was 
one of the most active of St. Louis merchants in the man- 
agement of that affair, being head of the Hotel and 
Booth Committee. 


HE causes of such success as this store has 
attained are fully covered by the following 
reasons. 

Best Value rather than Largest Profit 


' First—The sale of merchandise that represented the 
greatest value it was possible to give, rather than the 
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Nationally Known Shoe Stores 


The Story of the C. E. Williams Shoe Company of St. Louis, Mo.---An 
Inspiration to Better Merchandising 


By C. E. WILLIAMS, President 





Cc. E. WILLIAMS 








sale of merchandise at the greatest profit it is 
possible to get. 


First-Class Men on Selling Force 


Second—The employment of a strictly first-class 
selling force, on the theory that the best men, Who are 
as a rule the highest priced men, are cheaper on a 
volume business than less experienced salesmen; will 
give better service to customers, and carry with them 
an air of confidence in themselves and their merchan- 
dise, which makes for easier and 
quicker buying on the part of the 
public we serve. We are particular 
in retaining help that give good 
service and take an interest in our 
business. 


Persistent, Truthful Advertising 


Third—We are strong believers 
in publicity of all legitimate kinds, 
and particularly do we believe in the 
daily press, and for general shoe 
stores such as we conduct, our ex- 
perience has been that the after- 
noon paper is the most valuable. 
We do not believe it is good policy 
to scatter advertising, and we con- 
sequently confine our advertising to 
the one afternoon paper in this city 
that carries the largest circulation, 
and by that method we are enabled 
to use larger space, regularly, much more so than 
if we used a great many mediums. The larger 
space commands more attention, and we are of the 
opinion that “‘Persistency Is The Secret Of Successful 
Advertising Of Meritorious Merchandise.” 


Concentrating On Few Lines 


Fourth—Quantity buying, from as few concerns as 
possible, making your account worth while to the 
firms from whom we buy, has proven good business 
policy, and is reflected in the quality of shoes we 
receive. 

Buying direct from manufacturers is our policy; 
our shoes carrying our own name and bottom 
stamps, giving individuality, and inspiring confidence 
in buyers, on the theory, that what we put our name 


on, is safe to buy. 
(Continued on page 54) 
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*“*The Customer Is Always Right”’ 


Fifth—This store is run on the theory that “the 
customer is always right” and our store service is all 
based on the fact that the public is doing us a favor 
when they trade with us, and to justify that favor, store 
service, exchanges, refunds, and reclamations, must be 
attended to promptly, and with the same grace as 
the original sale. 


Do Not Try to Undersell Competitors 


Sizth—We do not try to undersell our competitors, as 
we do business strictly on a percentage basis, adding 
to the cost of our shoes, our cost of doing business, 
plus a fair margin of profit. That profit we can mark 
exceedingly low, due to our volume of sales and low 
selling cost. Low selling cost is achieved by having 
a first-class selling force who are enabled to get over 
more ground quickly and better, as previously stated. 


Buying and Selling Methods 


Seventh—The most important detail the executive of a 
concern of this kind can perform, is ‘‘to take command 
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of the rear guard,” which are represented by the lines 
that are moving slowly; mistakes of judgment in 
buying (which is inevitable); discontinued lines, etc. 
I have found that new goods move out as a rule 
quickly, and the broken lots are the stickers. The 
broken lots are where many stores sink their profits. To 
keep the stock clean is the most important work of the 
writer. 

Under the system of buying of this store, which 
is that each head of department does his own 
buying, in fact as well as in theory, is the belief that 
what he buys, he will also see is sold. His purchases 
are limited only as to quantity by the executive. 
This sytem has worked so successfully with us, that 
the writer feels if there is any special reason for the 
success we have attained, our system of buying, and 
the good judgment of our buyers, account for a large 
part of it. 

Being a member of the N. S. R. A., if any of my 
ideas have any value to my fellow members in working 
out their business success, I am more than pleased to 
supply them. 


Delivery Trim By Aeroplane 


Cleveland Shoe Merchant Presents a Novel Display 


We are showing herewith a photographic reproduc- 
tion of a special window trim of “Foot-Fitters” as 
delivered via aeroplane by the Edmonds Shoe 
Company of Milwaukee, Wis., to the Stone Shoe 


land retail store. The original shipping cases reading 
“Via Aeroplane Mail’’ are artistically displayed in 
conjunction with the shoes which composed the ship- 
ment, and which was the first of its kind to go out of 


Aeroplane Window of Stone Shoe Co., Cleveland 


Company, retail shoe merchants, in Cleveland, 


Ohio. 

A large display card in the center of the window 
describes this special rush shipment which was made 
direct from the “‘Foot-Fitter” factory to the Cleve- 


the Milwaukee market also the first delivery of shoes 
via aeroplane to reach Cleveland, Ohio. This trim 
attracted much attention from passers-by and Cleve- 
land newspapers gave liberal mention to this unique 
shipment. 
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By J. P. BYRNE 
President National Shoe Travelers’ Association 
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: 
‘Apathy started to make a trip . Enthusiasm started out to win ' 
; In careless manner he packed his grip; Confident, eager to begin r 
i In listless manner he boarded a train From Rochester to far Cheyenne, 
‘ To vulgar hustle he never would deign. He left a trail of real cayenne. ‘ 
H He paid railroad fares and his hotel bills, He slept when he had to, worked with a will 
i Grumbled at life and its various ills. And sent in orders that filled the “mill.” 
; He sold few goods and his best account He never was tired and his cheery smile 
i Was one for “Expense” a goodly amount. Made him friends at every mile. 
He yawned and slept. He was always tired, He gathered the shekels as you may guess 

And in two short weeks was wired and fired. And he wedded a maiden named “‘Success.”’ 


Both of these traveled the selfsame road. 
Both of these carried the selfsame load, 
But the one looked up, the other down, 

i! One wore a smile, the other a frown. 

i One took the bit, pulled with a will, 

" The other laid down. He’s down still 

In fact he took the final count, 

a While the other the ladder’s top did mount. 
" One lacked one thing that the other had, 

It was only “Pep,” PEP BY GAD. 
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Wait for the 
Weyenberg Man 


Notwithstanding the highest 
leather prices ever known, we 
are prepared to give you ample 
protection on your Spring re- 
quirements in Men’s and Boy’s 
Service and Dress Shoes at 
prices determined prior to and 
lower than today’s market. 


The line this season is longer 
and better than ever before and 
you can’t afford to miss the 
opportunity of going over it in 
detail. 


We make all the shoes we sell 
and we make more than any 
other manufacturer in the North- 
west. 


Weyenberg Shoe 

Mfg. Company, 

Milwaukee, Wis. QUAL'TY. 
FIRST 





ATT 
Dunham Bros. Co., Brattleboro “da =, 
Vermont, are our New Eng- mac SNS 
land distributors and can fur- MILWAUKEE 
nish Weyenberg Shoes for 
ice in any quantity at the 
same prices we can quote. 


Sil HNANAIVAVAVULOTEAHAD ANTRAL AAA TOOUNUEHLOHHLHREEAEHRGHE 
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APSLEY 























Notice Line 

The Embraces 

Soles Every 

Particularly Popular Style 
Li 


NO SIMILAR SHOE ON THE MARKET. ORIGINATED AND MADE 
ONLY BY THE APSLEY RUBBER CO. 










All tennis shoes are made 
with a rubber strip or fox- 
ing — the Excel Shoe is 
so“tonstructed that this 
objectionable feature is 
eliminated. 



















Resulting in a cool- 
serviceable and most 
attractive shoe —a 
great improvement 

over Tennis Shoes. | 



















The moderate addition in Buyers in Boston 
5 aie Complete Lines of APSLEY FOOTWEAR 
price is far over-balanced Dicglayed at 
THE APSLEY RUBBER COMPANY 






by the superior features. 520 Atlentic Ave. Peg «oe 




















‘“‘Made Better To Sell Better To Wear Better”’ 
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ILLIAMS' 


WORK SHOES 


UNION - MADE 


IN-STOCK 


We are still able to furnish all 
sizes from our stock department, 
but large orders are now being 
received. If you are in need of 
any goods order at-once. Delay 
means slow deliveries and higher 
prices. 


Copyright, Underwood & Underwood No. 1531. Brown Full Grain Blucher, Un- 
lined. Two Full Soles. Goodyear Welt, 


Fastened. 


No. 856. Black Flame Proof Moulder, 
First Grade, Hub Gore, Nail Fastened. 


No. 1010. Brown Elk Outing Bal. Single 
Sole, Leather, Goodyear Welt, Fastened. 


ARTHUR A. WILLI AMS SHOE CO. Manufacturers 


HOLLISTON, MASS., U. S. A. 
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GALLUN’S QUALITY 











Mandarin Sides 


A chrome tanned side leather made in a glazed and boarded 
finish and offered in twocolors. Mandarin Sides are strikingly 
attractive and of the highest integrity. They are designed to 
meet the call for fine shoes that can be sold at prices demanded 
by the great majority. 

















Norwegian Veals 


One of Gallun’s specialty leathers—a heavy, rugged, high 
grade leather for storm and street wear. 

The texture of this leather is unusually fine and it is suitable 
for both men’s and women’s shoes. 

Norwegian Veals will be found in the lines of discriminating 
shoe manufacturers making a quality shoe. 

This leather is produced in two colors and black. 








Viking Calf 


A strong grained mellow calfskin that is moisture-repellent. 
This leather does not peal or chip and is especially adapted 
for a high grade shoe for Fall and Winter wear. Viking Calf 
is favorably known and universally used. It takes a brilliant 
polish and is offered for the coming season in five colors and 


black. 


OAs ts >oe 














A. F.GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, Inc. 
H. A. ELY, Manager, 11 EAST STREET, BOSTON 
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DE LUXE Spats are of such high 
quality—so unquestionably aristocrats 
of the spat field—that it becomes a 
pride and pleasure to show and sell 
them. 





They are made for your very best trade 
in every prevailing color, height and 
fit — style. Perfect in fit and perfect in 
DE LUXE workmanship, they leave nothing to be 
(Invisible Buckle) desired. 
DE LUXE 


Patent Pending 
Your requirements handled promptly (Invisible Buckle) 
and efficiently. Patent Pendin 











| AMERICAN GAITER COMPANY, Inc. 


THE PREMIER MANUFACTURERS OF HIGH GRADE SPATS 
ACKNOWLEDGED THE BEST FITTING 
AND FINEST MADE SPATS IN THE WORLD 


129-133 Grand Avenue Room 602 
Brooklyn, N. Y. Marbridge Bldg. 








| 
| FACTORY NEW YORK OFFICE 
| 























“HUBTIPX0, “EU. TIP” SHOE LACES 


4 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s Women’s or Men’s 
23 in. per gro. Strings .. + 20 = in. per gro. Strings... . .$2. = H e- in. per gro. Strings .. 
2.40 oe Li e iT) oi 


Men’s -$ in. per gro. Strings. . - 05 G ASSORTMENT CABINET D a ed CABINET 
son 36 pair 36 in 3 
F aliasiaiiaies . - 24“ 45 “* 
48 pair = in.. i ii 
26 ; A ASSORTMENT CABINET 


E satdaeidines CABINET 36 pair 36 in ORDER A TRIAL CABINET 
36 pair 36 i . 
36 45 is“ $4“ COUNTER DISPLAY EASEL 


FRANK W. WHIT CHER CO. --Mfrs.--Boston and Chicago, U.S. A. 
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‘ The Onginal 
1! Full Gram Black 
| Glazed Horse 











Strong as Horse 
Soft as Kid 


Pleases the wearer 
Profits the Retailer 


sem, | Demand the ORIGINAL GLAZED HORSE 
. ARISTO KID from your shoe manufacturer 
, Tp Ke 


B. D. Ejisendrath Tanning Co. 


Tannery 














\\ " Chicago RACINE Boston : 
\ ~ _-:130.N. Wells St. WISCONSIN 195South St. Mi 


ttn iaKicaanKiAn 
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To Permanently Please 


all members of the family to whom the lustrous finish, easy 
comfort and long wearing qualities of glazed kid appeal 


USE ¢ 
NOVILLA KID 


It has every quality which makes genuine glazed kid desirable and in 
addition “IT WILL NOT SCUFF.” 


Thus the only objection to glazed kid shoes is removed. 
You can also sell NOVILLA KID FOOTWEAR at more popular prices. 
Order your kid shoes cut from NOVILLA Kid. 
CASTLE KID COMPANY 
Originators and Sole Producers 
CAMDEN - NEW JERSEY 


eee 
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Do boys look in your shoe window ? 


They will if 
you display 


Wonseam 


PATENTED AND REGISTERED 


SHOES 


Wont Rip 


Some boys like black, others prefer the 
chocolate shade—all agree that Wonseam 
Shoes have the snap and appearance of 
the kind they have always wanted to 
wear. 


Just put a few baseballs and bats in the 
window for atmosphere along with the 
Wonseam Shoes and see how the boys 
stop to admire. Incline a boy’s mind to 
the thought that he needs a thing and he 
won’t feel at peace with himself until he 


gets it. 


The strength of Wonseam Shoes makes 
them as good for sport as they are for 
dress. 


There is just one seam, placed at the 
back, and running with the strain. It is 


reinforced by a full length leather back . 


stay, held ‘in place by three rows of 
stitching. 


One seam is possible because upper and 
tongue are cut in a single piece, a revolu- 
tionary and patented idea in shoe mak- 
ing. The result is elimination of rips and 
leaks, and there is no chance of the 
tongue pulling out. 


Soles and heels are as strong as the rest of 
the shoe, two layers of leather cover the 


toe. 


Wonseam Shoes 


with their nominal prices, long wear and 
freedom from trips to the cobbler’s will 
attract the permanent trade of the boy 


Men’s 


and his family to your store. 
sizes are also made. 


Write to us directly, and we will put you 
in touch with the proper jobber. 


W. H. GRIFFIN COMPANY 


‘and Fongue 


PATENTED 


Manchester 


New Hampshire 
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Our Misses’ and Children’s | 
PLAY OXFORDS AND SANDALS 


WILL BE CONTINUED 


IN-STOCK 
SUMMER and FALL 


No. 53. Oxford, sizes 6-8, $2.35; 814-11, $2.75; 1114-2, $3.25 


No. 56. Sandal, sizes 6-8, $2.10; 814-11, $2.35; 1114-2, $2.75 
No. 53 WELT SEE CATALOG No. 15 


BROWN ELK BLUCHER OXFORD L. B. EVANS’ SON CO., Boston Office, 110 Summer St. WAKEFIELD, MASS. 





BIG SPECIAL 
MARY JANES 

















IDE-AWAKE Shoe Manufacturers 
can improve the quality of their 545—Gun Metal Turn, 4 to 8. .$1.25 
shoes, reduce plant and carrying charges 554—Black Kid Turn, 4 to 8. .$1.25 
i : 553—Tan Kid, 4 to8 
“es time and money by using cut ond —-Posiet Cok: 4.00% 
We make 142 different grades of Men’s and IN STOCK SHIPPED IMMEDIATELY 
Women’s soles. Within this range you will find 


your requirements. ST ANWE AR SHOE CO. 


S. J. MYERBURG, President 


Tanners Cut Sole Co., Boston, Mass. un cece 


























fla Let us tell you how important 
. Be HOSIERY is to your business! 
_ y Let us also acquaint you with Medalia Hose, the 
satisfactory line. 
Our ‘experience—constant re-orders from pleased 
customers—convinces us that you will be pleased. 


G. & A. WISE, Sole Distributors 
130 FIFTH AVE., NEW YORK CITY 
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‘Maintains a Standard Reputation” 


ACE CALF 


Highest Quality 
Full Grain Calfskins 


No. 202 Tan 

No. 404 Nut Brown 
No. 75 Ruby Red 
No. 909 Cocoa Brown 


Furnished in all weights, both smooth and boarded 


Careful and Prompt Attention 
given to Export Business 


J. S. Barnet & Sons, Inc. 


Tanneries at Salesrooms 


Lynn, Mass., U. S. A. 75 South St., Boston, Mass., U. S. A. 














— 
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hittentores WHR... 


Shoe Polishes igi 


QUALITY VARIETY BN cieayay 


Sold in the Market Places of the World 


An article in the RECORDER recently 
stated that “men who sell shoes, as well 
as men who make shoes, will observe new 
and promising economies in the footwear 
industry.” One of the greatest possible NOBBY BROWN PASTE—for all shades of brown shoes. Once you 
economies is the retailing of Whittemore’s we een a Ve cas ketene ain ter 
shoe polishes, which helps the customer to Hou o, Osblood there's the same size package of PEERLESS OXBLOOD 
maintain the beauty of shoes during the a 
period of their usefulness. This econoiny helps prevent 
wastefulness that increases costs 
of shoes and prevents sales of 
footwear because of high prices. 
It behooves retailers to co-operate 
closely, especially since the bene- 


fits are so overwhelmingly great. 


WHITTEMORE BROS. CORP., Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 





























IN CHICAGO 


iT’S THE 


Morrison Hotel 


RIGHT in the heart of 
the loop—close to the 
wholesale and retail centers. 


More than 1,000 rooms, 
with bath, circulating ice 
water, and the most modern 
comforts. There are large, 
well-lighted, dustlesssample 
rooms. 


Barefoot Sandal Time 
IS HERE— 


Our lines range from the low priced side 
leather stitchdowns to highest grade 
Lotus Calf Goodyear Welts. They in- 
clude all ac- 
cepted styles 
in Sandals 
and play Ox- 
fords. Stocks 
are complete 
in all grades 
and ready for instant shipment and the 
price isright. Tell us your requirements 
“—we can meet them. 
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It is the Home of the 


TERRACE GARDEN: 
Chicago’s Wonder Restaurant 


‘Morrison Fotel 


CHICAGO 
Persona! Management Harry & Moir 





Laing, Harrar & Chamberlin 
43 North 3rd St., Philadelphia 
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TANNERY AND GENERALOFFICES 
THE OHIO LEATHER. CO. 
GIRARD OHIO. 


BOSTON 


THE OHIO LEATHER CORPORATION 
33 SOUTH ST. 


NEW YORK 
OSCAR SCHERER AND BRO. 


29 SPRUCE ST. 


HARRISBURG 
S.B.ROMBERGERS SONS CO. 


65 SO. TENTH ST. 


MILWAUKEE 
A.R.MUELLER COMPANY 


258 4TH ST. 


ST.LOUIS 


ARTHUR S.PATTON LEATHER CO. 
1602 LOCUST ST. 
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AT LAAT: 


E are now a real part of St. Louis, THE 

WORLD’S GREATEST SHOE MAR- 

KET. Monday, July 2Ist, will be Opening Day 

in our new business home, on Washington Ave- 
nue at Seventeenth Street. 


We hope to have you call on us soon, to inspect 
St. Lewis’ newest and best equipped shoe dis- 
tributing establishment. Our floors are filled 
with new shoe merchandise and we are ready 
to fill your orders promptly. 


CENTRAL SHOE Go. 
| ST. Louis, u.SA. 


“THE NATIONS SHOE CENTER” 

















The‘ CAMBRIDGE” SPECI ARE 


TENNIS and OUTING SHOBMRs 
S| f | # 
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AT LAS T! The tennis F ce ‘you've Fated pete a : 
like a shoe—made. like a shoe-—and IS .A SHOE - 


A quality product: AT A LOW 
PRICE, made by the same orig- 
an inal process as our distinctive 


— ~ “CLUB LINE” of outing shoes. 


No. 3521 , Tan ES. : ; : 
2 5.8 Heel 
Delivenes in case lots, single or as- at: ae N10 White, 
. No. 3121 Tan 


MEN'S OXFORD 
Spring Heel 
No. 3131, Tan 


sorted sizes. Samples sent if wanted. 


MARY JANE. PUMP sp 
Spring Hee ely More style, more workmanship, 
No. 320A White a's 


No. 3231A Tan . . 
Chidren’s 7 to 1 more wear, more satisfaction at the 


No. 3230 White 


a price of ordinary tennis shoes. 
“We back your buy" 


Rubber footwear 


Treadflex heels and soles 748 MAIN STREET 


Rubber surface clothing 


Mechanical goods Cambridge, Mass., U. S. A. 


Proofers of fabrics 


‘wet CAMBRIDGE RUBBER CO: gil, 
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Louisiana Outlook Favorable 


T. W. Greve has traveled the state of 
Louisiana for the past eleven years. He 
has been with the McElwain-Barton 
Shoe Company since 1914, when this 
company was organized. Mr. Greve 
writes: 


T. W. GREVE 
With McElwain-Barton Co. 


‘Relative to conditions in the state 
of Louisiana, the outlook is very prom- 
ising. General conditions, while about 
as active as a year ago, are very good. 
Louisiana did not have what you might 
call an unhealthy boom due to the war. 
The war created excellent markets for 
foodcrops, and cotton brought unusual 
prices. ‘War orders were comparatively 
few, and little expansion was made on 
the strength of them. 

“The lumber mills on the average 
are operating about 80 per cent of their 
capacity, but recently orders and ship- 
ments have been running almost to 
production. The outlook for a profit- 
able return on cotton is common knowl- 
edge. Sugar and rice will likewise bring 
in much money to the state. Asa whole 


LN — 


Traveling, Shoe Salesmen 
Activities of our Trade Ambassadors 
On and Off the Road 
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I look forward to a good season’s busi- 
ness.” 
C. P. Ferguson Writes 
Encouragingly 
C. P. Ferguson has been traveling in 
Central Texas for the McElwain-Barton 
Shoe Company ever since the Kansas 


Cc. P. FERGUSON 
With McElwain-Barton Shoe Co. 


City house was opened on January 1, 
1914. 

He commenced to cover this territory 
for the old D’Oench-Hays Shoe Com- 
pany in September, 1907. 

Mr. Ferguson writes: ‘Conditions in 
Central Texas are the best I ever saw 
them. We are going to harvest big 
crops of all kinds. The past season 
has been the best I ever had and this 
Fall should be even better. I have 
finished my trip for this season.” 


F. W. Coleman Finds Conditions the 
Best 
F. W. Coleman represents McElwain- 
Barton Shoe Company, Kansas City, 
Miss., in Northwest Texas and Eastern 
New Mexico. 
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Mr. Coleman has been on the road 
three years. He writes to the ‘“Re- 
corder” that “he finds conditions in 
that section of the country the best in 
the past four years. There are wonder- 
ful crops of wheat, oats, maize and 
other foodstuffs, and merchants all over 


F. W. COLEMAN 
With McElwain-Barton Shoe Co. 


the territory anticipate a large business 
for the coming year.” 


ANOTHER MARION VISITOR 


H. S. Amish at Rochester Style 
Show 


H. S. Amish representing the Marion 
Shoe Company in New York and New 
England advises all retail shoe mer- 
chants to buy early, for, he states, there 


‘is no doubt that men’s first quality 


dress shoes will be higher in price. 
With fourteen styles carried in stock 
and a complete manufacturing line, Mr. 
Amish has been able to successfully 
build a very substantial business for 
the Marion Shoe Company in New 
York State. He is especially well 
pleased with the results he has obtained 
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LINE UP FOR FALL 


We claim leadership in the spat field because of 


QUALITY OF MERCHANDISE 
SKILL OF MANUFACTURE 
. AUTHENTICITY OF STYLE ° 


and the making of 


SPATS SINCE 1898 
OUR FALL SAMPLES ARE OUT 


A request brings a man your way. 
He will show you this sterling line 
—will tell fyou the whole story. 


WILLIAM GREILICH & SONS-BROOKLYN,N.Y. 


NEW YORK OFFICE - 47 W. 34 ST.,-MARBRIDGE BUILDING 
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and his hopes for next season are not at 
all diminished by the prospect of higher 
prices. 

With J. M. Maher, the manufacturing 
superintendent of the Marion Shoe 
Company, Mr. Amish conducted a very 
successful exhibit at the Rochester 
Shoe Style Show and he received from 
many of his New York State customers 
expressions of complete satisfaction 
with Marion shoes. . 


A Strong Believer in Texas 


C. D. Winsett represents the Smith- 
Wallace Shoe Company in Chicago. 
He has been traveling in Texas for the 
past ten years and has just completed 
a very successful trip. 

“Texas is in better condition this 
season,’ writes Mr. Winsett, “than ever 





Cc. D. WINSETT 
With Smith-Wallace Shoe Co. 


before. I look for a heavy Fall trade. 
I make headquarters at Waco, Texas, 
and am certainly a strong believer in 
‘Kinder-Garten’ and Texas.” 


TWO “RECORDER” VISITORS 
William Mead and Emil J. Unger 


William Mead who travels for Smaltz- 
Goodwin, Philadelphia, was a visitor 
at the *‘Recorder’’ office on Monday of 
this week. 

Mr. Mead makes four trips per year 
to Havana for the sole purpose of selling 
the firm of G. J. Perrello & Co. Besides 
these trips Mr. Mead makes the South- 
west and Far West, also three towns in 
Florida on his way through to Cuba. 
Mr. Mead’s total territory consists of 
thirty-two towns in the United States 
and one in Cuba. 








He reports business as better than 
ever and that the output of his factory 
is entirely sold to December 1. 

Another visitor at the “Recorder” 
office this week was Emil J. Unger, 
New York representative for the Ameri- 
can Shoe Polish Company. 

Mr. Unger tells us that his company 
is sharing in the universal prosperity 
which has come to all branches of the 
trade. He, likewise, tells us that the 
barometer of prices for shoe findings is 
rising and that findings will cost the 
retail shoe merchant much more in 


- 1920 than has been the case in the past 


years. 


Fred Brill vs. Frank Rice 


Members of the Rochester Associa- 
tion of Traveling Shoe Salesmen, when 
they are not busy planning style shows, 
spend most of their “off season” time 
on the golf links. At one of the recent 
meetings of the R. A. T.S. S. ‘‘Freddy”’ 
Brill, who according to the inscription 
on the packages of matches he hands 
out is the ‘‘New York State Crawford 
Man,” challenged Frank Rice, another 
golf enthusiast who travels for Utz & 
Dunn Co. The game was to be 
“played off” in private and the score 
was to remain a secret between both 
men. Right off the brassie both men 
started to replenish their equipment 
with the very best that could be secured 
in Rochester. Fred Wright, who was 
appointed Frank Rice’s chief adviser 
and one of the referees, ordered a new 
pair of Boyden’s golf shoes for his 
protege. Fred Brill selected A. J. 
Peck of the Menihan Company, as the 
other referee, and to handle his end of 
the gate receipts placed his faith in the 
new pair of golf soles he ordered from 
jovial John Redding, the Avon Duflex 
booster. When the time for the game 
to be played arrived the seconds for 
both men examined the equipment of 
each player and Brill demanded a handi- 
cap because of the fact that Rice wore 
new golf shoes. Rice came back with 
‘“‘a shoe is as good as the sole” and the 
first controversy was peacefully settled. 
The game was full of similar incidents 


‘but ended suddenly when Brill was 


accused of being a professional top 
spinner by D. D. Oster, the “Stylish 
Stout” man, and Fred Wright with- 
drew his man for fear he would lose his 
amateur standing. 


‘*Hap”’ Sennhauser Will Be 
Out Early 


It is evident that George J. “Hap” 
Sennhauser, who makes Indiana, IIli- 
nois, and Iowa for Westcott-Whitmore 
Company, of Syracuse is not happy 
unless he is out»among his trade. At 
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the Rochester Style Show he announced 
that he expected to be out in his terri- 
tory early in August with a line of 
beaver brown and field mouse boots and 
with models of patent, dull and white 
kid pumps having the new Baby Louis 
heels. 


James D. Schwartz Reports 
Confidence 


James D. Schwartz has traveled for 
the Smith-Wallace Shoe Company, 
Chicago, for the past two years, in the 
southern part of Minnesota, and part of 
North Dakota. 

“I wish to confirm,” writes Mr. 
Schwartz, “‘what probably every shoe 
salesman has written you, that ‘mer- 
chandise is very high at present, but 
nevertheless in big demand, and mer- 





JAMES D. SCHWARTZ 
With Smith-Wallace Shoe Co. 


chants are placing their orders in full 
confidence, more so than they did last 


99 


season. 


New Orleans Notes 


PHILIP SCHIRO IN EAST 
Will Buy White Shoes If Possible 


Manager Philip Schiro of the Roth 
Shoe Store is on an extended trip to 


‘. the Eastern Markets. Mr. Schiro re- 


ports that he has received his Fall 
goods and will show some real ‘‘classy”’ 
novelties. ‘‘We’re entirely out of white 
shoes,”’ said Mr. Schiro, ‘‘and while 
East I’m going to try and find some- 
thing new in white. New Orleans will 
continue to wear white till late in the 
Fall.” 
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We Have Made These 
Better Outing Shoes 
Better and Still Better 


E planned in the beginning to make 

Stock Keds Keds which would be really stylish; 

FULLY with character, “lines” and dis- 

—_—— tinctiveness. 
Be sure you = _ aon shoe “~ Ms nme 

ed changed public opinion. People were gla 

have ENOUGH ,, get into these shoes—their trim good 
looks were matched by their comfort, wear 
and sound shoe value. Now Keds are better 
and still better—style features, smartness, 
range of sizes are far ahead this year of 
anything before. We are only telling you 
what dealers tell us. 
Proportionately, sales are bigger and bigger; 
for this year, every dealer should make sure 
beyond any question that he has stocked 
Keds enough. 














Large and Well Assorted Stocks 
Carried by the Principal Wholesalers 
and Rubber Stores Everywhere. 


United States Rubber Company 


New York 
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Usual Summer Stillness in the 
Market 


The rubber footwear situation is in 
nowise different from a week ago, with 
the possible exception of a few additional 
orders placed by visiting buyers where 
manufacturers and their sales agents are 
willing to accept them. The prevalence 
of pointed-toe high-heel styles of leather 
footwear has caused a flow of supple- 
mentary orders for rubbers to fit them, 
and manufacturers find that among 
their lasts are good fitters for all except 
the extreme styles, and for these latter, 
they have stocked up with new shapes. 
Many of the rubber mills have enough 
orders on hand to warrant running to 
complement from now till snow flies, 
but most of them will shut down for a 
short time next month, as is the usual 
custom, partly to give their workers a 
vacation, and partly because the sultry 
dog-day weather seems to produce a 
much larger percentage of faulty work 
than any other season, and while the 
new, and now almost universal method 
of vulcanizing tends to remedy this in 
part, there is still a handicap against 
the hot weather production. 


The Whitest White Season on 
Record 

As was predicted on this page months 
ago, the present is the whitest white 
shoe season since fashion decreed a 
departure from black for Summer foot- 
wear. No one, man, or woman, who 
pretends to be in style lacks at least one 
pair of white shoes, and in most cases 
these white shoes are of the standard 
tennis construction, or the newer welted 
or near-welted styles. The demand is 
universal,,from one end of the country 
to the other, and while the call came 
early last Fall, it still continues in suffi- 
cient volume to keep manufacturers 
busy, though of course not to the same 
extent as earlier in the season. Jobbers 
are still receiving sizing-up orders, and 
though their stocks are “shot to pieces,” 
they are not complaining to any great 
extent. The call will be less from now 
on, as far as manufacturers and jobbers 


Weekly 





The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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are concerned, but retail trade is ex- 
pected to last through this month and 
into August, with late vacationists to 
extend it still further. 


CRUDE RUBBER 


Low Prices and Big Stocks Deter 
Buyers 

Mention was made in this department 
last week of the excessive stocks of free 
crude rubber in the two principal world’s 
markets, London and New York. Dur- 
ing the week there has been some dimin- 
ution in the London market caused by 
light arrivals and moderate sales, but 
receipts here have been heavy, while the 
same disinclination to purchase which 
has been characteristic of this market 
for some time results in a record stock 
on hand. The market is generally dull 
when prices recede, and with first latex 
pale crepe held at 40c and buyers offer- 
ing 39c, it would seem that business 
should be extremely active, rather than 
very dull. Early this week prices stif- 
fened a little on the prospect of a some- 
what improved demand, and quota- 
tions for spot were about %c higher. 
As for forward prices, August arrival 
first latex is held at 4014c; September, 
41 %c; October-December, 42%c; Janu- 
ary-July, 1920, 44c; and January- 
December, 45c. Ribbed smoked sheet 
futures are lc under these quotations. 
All of this shows that the trade does not 
expect present remarkably low prices 
to continue for any great length of 
time. Planters in the far East, who have 
been reaping fortunes selling rubber 
which cost them around a shilling to 
1s 6d. a pound at twice and three times 
that cost, are now finding the margin 
for profit so greatly reduced that they 
are considering some concerted action 
to réstrict production, in order to bring 
the market to a higher basis. South 
American rubbers are coming along 
better now than a year ago, May arriv- 
als at Para being 2,400 tons, as compared 
with 1,925 tons in May, 1918, but the 
receipts for ten months ending May this 
year, were 29,335 tons this year, as 
compared with 32,295 tons the corre- 
sponding months of 1917-18. 





AR WMS ERE ee 





We quote spot prices: 


First latex pale crepe...... .40 

: Smoked sheets .......... .39 
Brown Crepe......66 05s. .33 
Upriver fine para......... 55 @.55% 
RUMEN BRO... 0. 6-005e oes ex A714 
Upriver coarse........... .33 
Islands coarse............ 214@.22 
Caucho ball upper........ 7 33% 
Caucho ball lower........ none 
rere 214%@.22 
Centrals and Mexicans....35 @.39 


Guayule (20 per cent mois- 
|, I erie re aria .25 
Guayule washed and dried .36 


SCRAP RUBBER 


Trade at a Standstill in Absence of 
Demand 


For years scrap rubber boots and 
shoes have figured largely in the im- 
ports of materials from abroad. Today 
the large scrap rubber dealers are 
seriously considerirg the possibility of 
exporting their present stocks to ad- 
vantage. The reclaimers claim that 
scrap boots and shoes are held so high 
as to make their business prohibitive 
as long as crude rubber quotations are 
anywhere near their present low level. 
With the reclaimers refusing to buy, and 
dealers stocked up at a cost which pre- 
vents selling except at a loss; the dealers 
may well consider some other market 
for their holdings. Whether the same 
conditions prevail abroad or not remains 
to be proven, but with the ‘present ap- 
athy as regards scrap boots and shoes, 
there is little encouragement for shoe 
merchants to bother with them, and 
just as little inducement for collectors to 
purchase. 

Prices are nominal, but we see no 
reason for changing the quotations of a 


_ week ago, which are: 


Scrap boots and shoes: $7.20 to $7.35 
in Boston; $7.10 to $7.25 in New York; 
$7.05 to $7.20 in Philadelphia, and 
$6.95 to $7.10 in Chicago. 

Trimmed arctics: $5.25 to $5.75 in 
Boston; $5.00 to $5.50 in other markets. 

-Untrimmed arctics: $4.50 to $4.75 in 
Boston; $4.25 to $4.75 in other markets. 
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THE REASONS WHY RIALTO SHOES SHOULD 
INTEREST THE JOBBER OF NOVELTIES 


1.—Dominating style. 





2.—Dependable quality. 





3.—Flexibility and cleanliness. 4.—Prompt deliveries. 





5.—19-8 leather and full Louis covered heels. 





RIALTO SHOES ARE SHOES ON WHICH YOU 
CAN SAFELY BUILD YOUR BUSINESS. 


When you come to Boston, phone the fectory— 
we want you to see these shoes on the racks. 


26 OXFORD ST. 
LYNN, MASS. 


Manufacturers of: 


WOMEN’S HIGH 
GRADE McKAYS 








Knows a Good Thing 


A live wire retailer writes: 


“Realizing the value of your organi- 
zation to the retailer as well as to the 
manufacturer, we are enclosing a list 
of the concerns with whom we 
have placed orders for the past six 
months.” 


“We do not make financial state- 
ments to any other concern but 
yours. We pay on a 10 day basis 
and wish to be in a position to refer 
to you the firms with whom our 
buyers place orders.” 


The Credit Clearing House 
** Builder of Better Credits” 


Executive Offices: 440 Fourth Ave., New York City 
Branches in all important cities 








Laco 


The PURE 
CASTILE SOAP 


The Accepted Best Soap for Shoe Leathers 


ACO Castile is an original, genuine, pure-con- 
stituent, white olive oil soap, directly imported 
from Castile, Spain; made from a formula the same 
for over a hundred years; sold heavily in the U. S. 
for 35 years. 
IMPLY asking for ‘Castile Soap” does not assure 
of quality. Real Castile Soap is not common. 
“ For the sake of the difference "— specify LACO 


LACO is an ideal, perfectly-combining Castile Soap 
(free from alkalinity) for shoe dressings and polishes. 
As the best and safest cleaner for tan and russet 
shoes, it is a paying side line.for the retailer. 


_ Write for samples and quotations 


Lockwood, Brackett & Co. 


Direct Importers of.Pure Castile Soap 
in the original bars from Castile, Spain 


218 State St., Boston, Mass. 
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PROSPERITY AT HIGH TIDE 


Production of Goods for Shoe Trade 
Totals Over $100,000,000 

Lynn is at high tide of its material 
prosperity. Its production of goods of 
the shoe, leather and allied trade will 
total to more than $100,000,000 this 
year. Its total maufactured products 
will be worth more than $150,000,000. 
Its total distribution of wages will ex- 
ceed $50,000,000. 

Retail trade is in great volume, be- 
cause of the record high distribution of 
wages. Doubtless, many other cities 
are enjoying the same degree of pros- 
perity as is Lynn. 

LYNN SHOE STYLES — 
One Firm Making 15-Button Boots 

Lynn is making a great many boots 
for Fall, of leather, chiefly black, with 
brown second, and some grey’ boots, 
and some combination effects. A few 
low cuts are in the Fall sample lines. 
The Spring and Summer sample lines 
show a great variety of low cuts. 

Some samples of fabric top boots 
have been added to Lynn Fall sample 
lines. One firm has an order,gfor 1000 
cases of leather shoes. It cannot get 
the leather. Its customer refuses to 
accept fabric in place of leather. One 
firm has a six months’ supply of leather 
ahead. Another has bought leather 
for next year, and has some of it in its 
store room already. 

Lynn shoes are of the highest grade 
the city ever made. Both materials 
and shoemaking have been graded up. 
The better the shoes, the better they 
sell. 

Lasts Show Low Toes 

Lasts continue to show low toes. 
Some new low heel walking shoes are 
shown and high military heels are men- 
tioned. One firm is making 15-button 
boots, is putting seven buttons on each 
shoe, and the rest in an envelope, for 
the store salesman to attach. Beauti- 
ful boots of genuine buck leather have 
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News in Shoe Markets 


and Merchandisi 
ments in America’s Shoe 
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appeared for street wear. Beaded 
slippers are made for party wear. 


MAKING BLACK BOOTS MOSTLY 


Colton Shoe Company Has Call for 
Cuban Louis Heel 


The Colton Shoe Company is making 
all black and brown shoes, with the ex- 
ception of one line of patent leather 
shoes with grey kid tops. A few cloth 
top boots are being made. Black boots, 
nine inches high, make up the major 
part of its production. 

All of its turn shoes have Louis wood 
heels. Two-thirds of its welt shoes 
have Louis heels. It has some low 


_ heel shoes, of the walking style. It 
‘notices a demand for a new style heel, 


which some buyers call the Cuban 
Louis and others call a high military 
heel. 


SOME HIGH GRADE WELTS 


All Leather from Top Lift to Top 
Facing 


P. J. Harney has organized the Har- 
ney, Tracy, Crehan Company, with a 
factory at 589 Washington Street, to 
make high grade welt shoes. His sons, 
Charles and Arthur, recently returned 
from France, are associated with him. 

He has set up as a trade mark “All 
Leather Welts.”” The shoes he makes 
are of leather from top lift to top facing. 
The heels, box toes and counters, as 
well as the uppers, are of leather, and 
leather of the highest quality, too. 
Beautiful buckskin, made of deerskin, 
in white and brown, as well as fine black 
kid, brown calf and patent leather are 
among them. Not a foot of leather 
board, fibre board or other substitute for 
leather is in the factory. 

The lasts are very graceful, and shoes 
made over them fit the foot like a glove. 
Itisn’t necessary for clerks to stretch the 
forepart or flex the counter. The 
shoes slip on easily the first time. 
They fit slim and trim, and are as light 
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as a feather on the foot. The styles 
sum up Mr.. Harney’s long experience 
as a designer and maker of shoes. 

That trade mark ‘All Leather Welts”’ 
has ,two points. One is leather. Of 
this mention has been made, and it is 
once more affirmed ‘‘There is nothing 
like leather.” The other point is welts. 
The welt shoe, having a double sole, 
is a long wearing shoe. As it can be 
repaired, it is an economical shoe. Yet 
elegance also is there, in the fullest 
measure from Mr. Harney’s experience 
and ability. 


MAKING HIGH GRADE TURNS 


Lynch Shoe Company Doubles 
Production 

The Lynch Shoe Company has 
started its new turn department making 
Brooklyn grade turn shoes. It has 
Brooklyn quality men in its work- 
rooms. It is making ten cases of turns, 
and 50 cases of wélt shoes daily. This 
is twice its production of a year ago. 


Always Up to Sample 

The P. J. Harney Shoe Company has 
for three years maintained its policy of 
making shoes equal to the sample, and 
it has increased the volume of its busi- 
ness three-fold. Every pair of shoes 
which it makes is compared with the 
sample, of whatever style, in each de- 
partment of the factory, and is kept 
fully up to the sample from the cutting- 
room to the packing-room. 


Some Beautiful Designs 
J. J. Grover’s Sons have added to 
their lines some beautiful designs in 
pumps and low cuts for next spring 
and Summer; also some new styles in 
nine-inch boots for Fall. A number 
of white shoes, of leather and fabrics, 

are among their samples for 1920. 


100 Samples of Low Cuts 


Mitchell-Caunt Company have added 
to their samples 100 pumps and oxfords 
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Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Avenue, St. Louis, Mo. 








The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 








In Stock—White’ Buck 


Goodyear Welt, Medal- 
lion Tip. 


Also in_ Leather 
Louis Heel. 


Price, $4.25 
Eigner Shoe Co., 173 Sammer St., Boston, Mass. 
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Novelties in Stock 
for At Once Shipment 


SHOE sn Oe 
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The Line of 100 Styles 
of Comfort Shoes 


Ties 
Gored _ Front. Oxfords — 
cesses—San 


Prin dals, etc. 

Women's Flexible Welts 

and M 

Lined — ¥ 

TIMSON BROS., Inc, 
Boston, Mass. 
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QUESTIONS 
ANSWERED QUICKLY 


in ‘*Where to Buy” columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 








for the spring and summer of 1920. A 
year ago, they had scarcely a low cut 
shoe in their lines. 


A London Walking Shoe 


John R. Donovan Company have a 
London walking shoe among their 
samples. It shows a low heel, and a 
flat tread, and a moderately heavy 
sole, and an upper of brown leather. 
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Black Beads on White Kid 
A. E. Little & Co. are making for the 
dance season beautiful slippers of white 
leather with black beads, and tongue 
and buckle trimmings. 


5,000,000 Counters 
A North Shore manufacturer was 
recently offered an order for 5,000,000 
pairs of counters by a foreign buyer. 


Cleveland 


NORTHERN OHIO SHOE AND 
LEATHER CLUB 
Organized at Cleveland, Member- 

ship of 200 ? 

One hundred men from the shoe 
industry met at Hotel Cleveland on 
Monday night, June 30, and organized 
the Northern Ohio Shoe and Leather 
Club. 

C. E. Petot, of Petot Shoe Company, 
was elected president of the club; Fred 
Roth, of Whitney & Roth Co., vice- 
president; H. Bowers, of the Greber 
Shoe Company, secretary and E. E. 
Fry, of the Stone Shoe Company, 
treasurer. The board of governors will 
consist of these officers and three others 
to be chosen at an early date. 


A 200 Membership 


Considerable enthusiasm was ex- 


pressed in the new club, which will 
start off with a membership of more than 
200. One of the first subjects to be taken 
up, now that the club is in existence, 
will be the selection of permanent head- 
quarters. 

It is likely that Hotel Cleveland will 
be selected, as the Cleveland traveling 
salesmen now have quarters there. It 
has been suggested that the new club 
take a suite of rooms adjoining, so that 
both organizations will be together. 

The new club is a partly social and 
partly business organization. The head- 
quarters will be open permanently and 
visitors in Cleveland who are in the in- 
dustry always will be welcomed. Many 
shoe merchants in Northern Ohio have 
expressed a desire to get better ac- 
quainted with those in the tradein 
Cleveland and other cities in this 


vicinity and the new organization is 
expected to afford that opportunity. 

The gatherings that will take place 
in the offices will not only bring all 
members of various branches into 
closer relationship but the interchange 
of ideas in discussions are relied on to 
benefit the trade generally. 

Although the membership of the new 
club is confined at present, with two or 
three exceptions, to Clevelanders, yet 
plans are under way to bring merchants 
in a score of Northern Ohio cities into 
the organization, so that it may be a 
factor for good in the entire district. 


BUYING EXCEPTIONALLY 
HEAVY . 


White Canvas Holds 
Position 


Prominent 


Cleveland merchants have been talk- 
ing about big business for some time, 
but now they are agreed that never in 
their history has the volume of buying 
been so great. 

‘‘Never have we had anything like 
it,” said A. C. La Rose, manager of 
Chisholm’s Euclid Avenue store. 

Ninety per cent of the shoes sold in 
the last week were white, with canvas 
holding the center of stage for the 
buyers, according to Mr. La Rose. 

Mr. La Rose also expressed his con- 
viction that merchants who expect the 
consumers’ demand to run largely to 
oxfords next Fall will be disappointed. 
He said that the public “‘just naturally” 
thinks of boots in the Fall and Winter, 
and that this habit is not to be changed 
suddenly. Blacks and patent leather 
will be the most sought after, if Mr. 
La Rose’s prediction comes true. 


Cincinnati 


THE RETAIL SITUATION 
Cheap Footwear Not Wanted 


The local retail merchants have had 
additional drains on their already par- 
tially depleted stocks during the past 


week as a result of the brisk business 
brought about by the announcement of 
their semi-annual sales. The variety 
of footwear offered at sale prices this 
season is far from being equal to that of 
previous sales at this time of the year 
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Few pairs of shoes in the higher grades 
are found on the bargain counters, the 
demand for this grade having been so 
great from the beginning of the season. 
But on the other hand, a larger number 
of the medium and lower grades are 
seen than usual. One prominent mer- 
chant declares that the public seems to 
look upon cheap footwear as being some- 
thing remote to their existence. It is 
noticed as a result, that even the buyer 
of a pair of their better grade shoes at 
the sale price shows considerable scru- 
tiny and deliberation in selection be- 
cause of the reduced price. He says: 
“They won’t have anything but the 
very best grades.” 

White footwear continues to be in 
great demand. Stocks in this color are 
not any too plentiful and, therefore, 
are not offered at the sale prices to a 
very great degree. 


EARLY FALL SELLING 


Some Salesmen to Leave Latter 
Part of August 


Reports from the local shoe factories 
regarding the progress made on next 
Spring and Summer samples indicate 
already that an early Fall selling season 
is being anticipated. Many of the 
manufacturers here have their samples 
well under way, and judging from the 
information thus far attainable next 
Spring and Summer bids fair to be a 
big pump and oxford season. 

Representatives of the local factories 
are expected to begin hitting the trail 
for their territories a few weeks earlier 
next season than they did this Spring. 
Some of them will be leaving as early 
as the latter part of August. 


STYLE PARAGRAPHS 
Bathing Shoes in Demand 


The innovation of the nobby dark tan 
and black oxford in men’s footwear with 
the perforated wing tip and also perfora- 
tions along the lace stays and quarters, 
to be worn with fancy woolen hosiery, 
has met with considerable favor among 
the young men of the middle West. And 
there are healthy indications that we 
will find the young ladies adopting this 
vogue to a considerable degree this Fall 
and Winter. Such will create a demand 
for low shoes even into the early Winter. 

The local shoe stores carrying foot- 
wear for ladies have had some good 
business of late in bathing shoes. Both 
for those who have been preparing for 
the Summer resorts, and for those who 
have been taking advantage of the local 
bathing beaches, the bathing shoe has 
been an essential article of the Summer 
wardrobe. 


AT SMITH-KASSON COMPANY 
O. H. Streucker on Vacation 


D. E. Hayman, vice-president of the 
Smith-Kasson Company reports a good 
business throughout the Spring season, 
adding that the good grades of footwear 
have been in great demand, The 
Smith-Kasson Company is now conduct- 
ing its July sale and according to Mr. 
Hayman only the better grades are 
moving very fast at the sale prices. 

O. H. Streucker, assistant merchan- 
dise man of the Smith-Kasson Company, 
left last week on his vacation up on the 
Great Lakes. 


HEADQUARTERS SELECTED 


For Convention of National Shoe 
Travelers 


The selection of the headquarters of 
the annual convention of the National 
Shoe Travelers’ Association was the 
chief purpose of the meeting of the Cin- 
cinnati Association of the National Shoe 
Travelers held at the Gibson Hotel last 
Tuesday. Without much comment, 
President S. Fechheimer called for a 
vote of those present as to whether the 
Sinton Hotel or the Gibson Hotel be 
selected as the headquarters. The 
result of the vote favored the selection 
of Gibson. So Secretary Frank Weber 
made reservation of January 6 and 7, 
1920, with the Gibson Hotel manage- 
ment for the annual convention of the 
National Shoe Travelers’ Association. 
Convention committees will be ap- 
pointed at the meeting on August 19. 
The next meeting of the Board of Gov- 
ernors will be held on Monday, January 
5, the day prior to the convention. 

All communications can be addressed 
to Secretary Frank Weber, Cincinnati. 


Summer Outing Planned 


The entertainment committee of the 
local Shoe Travelers’ Association is 


‘contemplating a Summer outing. Def- 


inite plans have not been completed. 
Chairman of that committee, Chas. 
Auer, has just returned from his vaca- 
tion in the east. 


CHARLES VOLLER RETURNS 
Secretary A. F. Sloane Improving 


Chas. Voller, manager of the Mabley 
& Carew shoe departments, returned 
this week from a three weeks’ trip in the 
east, where he has been making a 
thorough study of the conditions. 


Friends of A. F. Sloane, field secre- 
tary of the National Retail Shoe Dealers’ 
Association will be pleased to learn that 
he is again at his home in Oxford. He 
has shown some little improvement 
since his return from the hospital. 
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WOMEN'S FINE ae, IN STOCK 


173 SUMMER STREET 
BOSTON, MASS. 








BOUDOIR SLIPPERS si. 


Black, $1.35 
Colors, $1.50 
5% 10 days 
Goods shipped day 
order is received 
Baker Shoe 
280 River St. 
Haverhill, Mass 
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Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 


HenryKleine & Co. 
enryKleine & Co. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Semtes 
Ajl the Time 








INFORMATION fiercsens 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
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BROCKTON, 

















Gentlemen’s 
Shoes 
A. E. Nettleton Co. 


SYRACUSE, N. Y. 


THE 











STON DELS <> 


iS AT YOUR SERVICE 


THe StetTson SHOE Con 
Soutn Weyvmoutn,Mass. 











Dance Oxfords Dress Pumps 
IN STOCK 


Pat. Colt Dance Oxford. A-D $6.00 
Gun Metal Dance Oxford. A-D 5.00 
Gun Metal Pump A-D 5.00 


KNOX SHOE CO., Milford, Mass. 











EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 





gone journal in the world pub- 
ished for the shoe merchant. 





G..W. Stevenson on Vacation 


George W. Stevenson, president of 
the Rupp Wittgenfeld Company, has 
been spending the last two weeks at 
Atlantic City accompanied by his wife. 


AT THE ELBINGER SHOE 
COMPANY 


Past Season the Largest in History 


The Elbinger Shoe Company of 
Lebanon, Ohio, with offices in Cincin- 
nati, continues to enlarge its capacity. 
Having recently doubled its daily out- 
put, this company is now contemplating 
the acquisition of another factory. Ac- 
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cording to E. H. Elbinger, president, the 
past season was the largest in the 
history of the company. 

S. S. Patrick, sales and advertising 
manager, has been away from his desk 
for the past week on a short business 
trip. 

Factory Site Not Selected 


The selection of the city in which 
the Julian & Kokenge Company -will 
build its new factory has not been 
decided up to the present writing. 
Three or four cities are making bids for 
the factory; among them are Hunting- 
ton, W. Va., and Columbus, Ohio. 


Indianapolis 


A GREAT WHITE SEASON 
Sales of Buckles Also Heavy 


The first three weeks of July find In- 
dianapolis shoe merchants in the midst 
of what they have termed the greatest 
‘“‘white’’ season in the history of their 
business. 

White footwear of all kinds and de- 
scriptions has been selling in unpre- 
cedented volume, especially in women’s 
and children’s lines. White canvas is 
believed to be in greatest demand, 
although white buck, sidebuck and 
cream buck are also selling well. Sales 
of buckles for white pumps have also 
exceeded the merchants’ expectations. 

Business in the men’s lines has not 
inclined so strongly toward white as in 
the shoes of the gentler sex, although 
it is the general opinion among the 
local merchants that the demand for 
white footwear among the men is grow- 
ing stronger each week. The majority 
of the men customers are buying browns 
and tans. - 


BUSINESS THE VERY BEST 
At Florsheim Shoe Shop 


L. H. Crockett, who recently assumed 
the management of the Florsheim Shoe 
Shop, 24 East Washington Street, says 
that business during the past two weeks 
has been splendid. Although browns 
and tans continue in the lead among the 
men customers at the Florsheim store, 
a big increase in the sale of white foot- 
wear has been noted, he said. 

“‘Whites were more or less tabooed 
for some reason or other during the 
period of the war,”’ said Mr. Crockett, 
“but present indications are that they 
are coming back stronger than ever.” 

Mr. Crockett, who formerly was con- 
nected with the Florsheim Company’s 
store in Chicago, succeeds Frank E. 


Gaines as manager of the Indianapolis 
store. Mr. Gaines, who was widely 
known among local shoe merchants, 
has accepted a position as salesman for 
the Indianapolis Screw Products Com- 


pany. 
BUSINESS HAS TRIPLED 
At H. P. Wasson & Co.’s Store 


H. W. Curry, manager of the shoe 
department at the H. P. Wasson & Co. 
store, which handles a high grade of 
ladies’ and children’s footwear, said 
that when he counted up his receipts 
for the month of June he found that 
the department had almost tripled 
the amount of its sales for the same 
month of 1918. 

“This has been the most phenomenal 
season we have ever experienced in 
white footwear,” said Mr. Curry. 
“Canvas, bucks and kids have been 
going so rapidly that we have difficulty 
in keeping up our stocks. And the 
nice thing about it all is that the de- 
mand has been almost entirely for the 
better grades.” 

In commenting on the local shoe sit- 
uation, Mr. Curry raised a point in 
regard to newspaper publicity about 
the shoe situation which no doubt will 
be concurred in by all other merchants. 
He says he does not think the Indian- 
apolis newspapers give enough pub- 
licity in return for the amount of ad- 
vertising space used by the merchants. 


EDUCATION OF THE PUBLIC 


The “*Recorder’s”’ ‘“‘Primer on Shoe 
Prices”’ 

“IT mean by that,’’ continued Mr. 
Curry, “that the buying public should 
be better informed on matters that 
enter into the high cost of footwear. 

“For instance, a woman comes in here 
and sees a pair of slippers that a few 











July, 19, 1919 


years ago she bought at $4a pair. We 
ask $8 for them now and she at once 
begins to fire a series of questions at the 
salesmen as to the reason for the in- 
crease. She thinks it is outrageous, 
and it usually requires considerable time 
to convince her why her dollar doesn’t 
buy as much today as it did a few years 
ago. Now, if an occasional story, 
explaining the true situation in the shoe 
industry, was printed in the newspapers 
of the city, our customers would have 
a better understanding of the situation. 
I think the shoe men of the city should 
get together and make some arrange- 
ment of this kind with the papers. It 
no doubt would be extremely ad- 
vantageous.”’ 


OTHER INDIANA ITEMS 
Early Saturday Closing 


The Model Shoe Company’s retail 
store at Marion, Ind., has been taken 
over by the Sowar Shoe Company, 
which also operates retail shoe stores 
at Wabash and Muncie, Ind. 

The following retail shoe merchants 
at Fort Wayne, Ind., have formed an 
agreement to close their stores at 6 
o’clock on Saturdays during the months 
of July and August: M. App, Quality 
Shoe Shop, Walkover Boot Shop, Reed 
Shoe Company, Edward Ofenloch, Bos- 
ton Shoe Shop, S. B. Thing & Co., 
Falk’s Cut-Price Shoe Store, Lehman 
Shoe Company, G. R. Kinney (Inc.) and 
Simon Sample Shoe Company. 


IRON SAFE STOLEN 
But Thieves Leave Same Intact 


An iron safe, 30 inches high and con- 
taining a large amount of money, was 
stolen last week from the Newark shoe 
store at Evansville, Ind., but was re- 
covered later by a policeman when he 
saw three men unloading a suspicious 
looking bundle from an automobile at 
daybreak. The robbers jumped in the 
machine and speeded away leaving the 
safe on the sidewalk. Charles E. 
Beller, manager of the shoe store, told 
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the police there was a “good sized 
amount of money’”’ in the safe, as he had 
not banked the store’s receipts for 
several days. 
trance to the store by jimmying the 
front door. 


NEW SHOE STORE 


George Dimel Opens August 1 
George Dimel, until recently manager 
of the Kinney retail shoe store on East 
Wayne Street, South Bend, Ind., will 
open a retail shoe store at 131 North 
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Photo by Bachrach 
GEORGE DIMEL 
South Bend, Ind. 


Michigan Street, South Bend, about 
the first part of August. L. G. Van 
Ostrand, who has been manager of the 
Kinney store at Akron, QO., has been 
transferred to South Bend to succeed 
Mr. Dimel. The office quarters of the 
Kinney store are being remodeled and 
a new cashier system is being installed. 
Mr. Dimel has gone to Boston, Mass., 
to purchase stock for his new store and 
was a visitor at the Boston office last 
week. 


West Virginia 


Urges Shoe Merchants to Display 
w.SsS.S. 


State War Savings Director John 
Norman of Huntington, W. Va., desig- 
nated the week of July 4 as “‘W. S. S. 
Display Week.” 

He urged that shoe merchants give 
space in their windows to a display for 
stamps. Shoe merchants over the 
state responded to the suggestion. 


JOHN £. NORVELL IS HONORED 
Title of ‘“‘Ace”’ Also Conferred 

John E. Norvell, president of the 
Norvell-Chambers Shoe Company of 
Huntington, W. Va., was awarded a 
distinguished service certificate at the 
May meeting of the Huntington Asso- 
ciation of Credit Men. 

This certificate was given in recog- 
nition of marked service in a recent 










TANDARD KID 
TRUE TO ITS NAME 
IT’S STANDARDIZED 


Standard Kid Mfg. Co. 
207 South St., Boston, Mass. 



















The One 
Waterproof 
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BOSTON MASS. 


















DO YOU KNOW? 


that you can buy it—or 
sell it— through the 
‘‘Where to Buy”’ columns, 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 








Mailing Addressing 
MULTIGRAPHING 
Rapid, Accurate Work. Low Prices 
Devenshire ey ny es Co. 

85 D. = 
Tel. Fort Hill 1 1223 











COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











UNIVERSITY =, 
Lpctron un 





Telephones: Fort Hil? 4006 and 1007 
DESIGNERS AND 


PRINTERS 


® of High-Grade Catalogs and 
Advertising Literature for the 


—y SHOE TRADE 


74 INDIA STREET .. BOSTON 








SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
1s a part of “Recorder” service to 








merchants. 





Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


membership campaign. It was issued 
by the national association and is 
signed by F. M. Couch, chairman of the 
membership committee. 

With the distinguished service certifi- 
cate the title of “‘ace’’ was also con- 
ferred. It was granted by the ‘“Na- 
tional Order of Live Wires.” 


Clarksburg Shoe Store Sold 


Announcement has been made of 
the purchase of the Spears Shoe Store 
of Clarksburg, W. Va., from J. Spears, 
its proprietor, by Clay Johnson, a for- 
mer resident of the city, who has been 
in business in Chillicothe, O., the last 
fifteen years. Mr. Johnson has already 
taken charge of the store. Mr. Spears 
will make his future home in Boston 
and will engage in manufacturing there. 

Continuance of the patronage en- 
joyed by the store is assured under the 
management of Mr. Johnson, who has 
been successful in business. He states 
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that he is glad to get back to his home 
country. 


Parkersburg Shoe Store Sold 


D. C. McMechen has purchased the 
entire stock of the J. T. Locke Shoe 
Store of Parkersburg, W. Va., and has 
taken charge of the business. Mr. 
Locke will devote his time in the future 
to his oil and gas interests... Mr. Mc- 
Mechen has been in the shoe business 
for the past seventeen years and is 
thoroughly familiar with every depart- 
ment of the business. 


News Notes of West Virginia 


The Graham-Bumgarner Shoe Com- 
pany of Parkersburg, W. Va., intends 
building on property just recently 
acquired, which addition will double 
its.output of shoes. 

Friday afternoons are _ holidays 
throughout July and August in the 
retail shoe stores of Bluefield, W. Va. 


New York City 


SHORTAGE OF STOCKS 


Good Mental Attitude of Chain 
Store Head 


Business among the retail shoe mer- 
chants of New York, although not 
quite so brisk as it was before the 
Fourth of July, has been more than 
fair, according to most authorities. 
Many sales are lost because of the 
shortage of stocks on the shelves, it is 
said. This is particularly true of 
white shoes of all kinds, in which the 
supply is nowhere nearly adequate to 
meet the great demand. An acute 
shortage of white buck and kid shoes 
developed a few weeks ago and now the 
shortage has extended to canvas shoes. 
The merchants say that they have 
plenty of white shoes on order, but are 
unable to get the manufacturers to 
make deliveries. The head of a con- 
cern which operates a chain of retail 
stores in New York said that he had 
been informed by manufacturers with 
whom he had placed orders for white 
shoes that some of them would be de- 
livered in August. “I’m a good sport,” 
he said, “and I'll accept delivery on 
them, probably sacrifice all profit and 
even take a loss in order to move them 
out of my stores. I can’t afford to 
carry them over into next season. In 
the long run I don’t think any retailer 
will lose anything by accepting late 
deliveries now. We know what con- 
ditions the manufacturers are up 
against. They are doing their best, 


and a contract is a contract. The re- 
tailers who cancel orders now will 
suffer when the turn in the market 
comes.” 


SATINS COMING FORWARD 
In Fashionable Fall Footwear 


Satin slippers, oxfords and pumps in 
black, brown and grey are rapidly 
coming to the front as fashionable 
footgear for New York women. The 
retail shoe merchants are making efforts 
to push satin footwear as a substitute 
for the leather, with the approval of the 
leather interests. Some of the retail 
merchants are speaking optimistically 
of satins for Fall wear and are ready to 
push their sales. 


MORE CLEARANCE SALES 


Price Reductions Not as Marked 
as Formerly 


More and more shoe stores are coming 
into the swim of mid-Summer clearance 
sales. Last week the Regal shoe stores 
here began the sale of their women’s 
$6.50 to $8.00 Summer oxfords and 
pumps at a special price of $5.95. 
They also placed on sale broken lots 
of small sizes in men’s shoes at $5.00 a 
pair. According to several of the trade 
leaders the price reductions in Summer 
sales this year are not as marked as 
they were previously. This is due, it is 
said, to the fact that stocks are small 
and that retail merchants anticipate 
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little difficulty in disposing of their 
Summer stocks. There will be a much 
smaller amount of merchandise carried 
over into next year. The greatest re- 
ductions appear to be in fashionable 
colonial pumps, which may not be in 
such strong demand by fashionable 
women next year. 


About Buttons for Fall 


Most shoe merchants are loth to 
commit themselves regarding the pros- 
pects of button shoes for Fall. Opinion 
at the present time seems to be about 
equally divided on the subject. Some 
merchants admit that they have placed 
heavier orders than last year for button 
shoes, while others declare that they 
will have only the usual amount of 
buttons in stock at the opening of the 
season. 


SALESMANSHIP COURSE SUC- 
CESSFUL 


Closed July 19 with Good 
Attendance 


About 50 shoe merchants from all 
parts of the United States attended the 
opening of the five days’ intensive 
course in salesmanship whichthe J. & T. 
Cousins Company, Brooklyn, in co- 
operation with Churchill-Hall, adver- 
tising agents, began at the Hotel Astor 
on Monday morning, July 14. There 
was a good attendance at each of the 
sessions. 

The “school” got down to brass tacks 


immediately upon opening and kept 
the students busy until its close. The 
first speaker, or lecturer, was J. J. 
Hodgsen, of the J. & T. Cousins Com- 
pany, who explained the various sources 
of leather in the shoe trade and told 
how they had been affected by the war. 
He cited the case of Russia, which at 
one time supplied much of the leather 
for the world’s shoes. He also. ex- 
plained the different grades of leather 
used in shoe manufacturing and gave 
data concerning price increases in each 
grade. Several grades of leather, he 
said, have shown as large price ad- 
vances since the signing of the armistice 
as they did during the entire war 
period. His lecture was _ illustrated 
with charts and maps. 

Frank E. Schulman, of the Churchill- 
Hall Advertising Agency, explained to 
the merchants how to extract practical 
selling talks from the merchandise 
itself. He paid particular attention 
to the method of justifying the upward 
trend in prices. He called upon the 
merchants themselves to advance sell- 
ing talks and criticized their arguments 
and discussed the question with the 
merchants until they had a clear and 
comprehensive idea of the points he was 
trying to make. He also demon- 
strated how quality could be made a 
sales talking point. 

Interesting sessions were held through- 
out the entire five days. All who at- 
tended found that the ‘“‘school” was of 
great practical educational benefit. 


Philadelphia 


BREAKS ‘AD’? CUSTOM 


Geuting Stores’ Announcement of 
Institutional Nature 


Clearance sales opened with a rush 
in Philadelphia, starting July 14. This 
applies to every line of trade in wearing 
apparel, with the shoe stores playing a 
prominent part. 

In: sharp contrast to the time-tried 
methods of advertising that give de- 
scriptions and quotations, or both, was 
the policy of the Geuting stores, which 
announced the opening of the sale, and 
then concentrated the copy on a dis- 
cussion of the Geuting sale itself as an 
institution. 

The Geuting sale, this copy sets 
forth, is ‘‘an established and looked- 
for shoe event—much more extraordi- 
nary this season, however, than ever 
before. Not because of greater reduc- 
tions—as a matter of fact some lines are 
reduced only a little; but because our 
great early preparations put these shoes 


in our possession at much less than mar- 
ket price. This advantage has been 
going to our customers all season. Now 
with prices cut—and looking into the 
future—this sale means a wonderful 
buying opportunity.” 

In addition to this frank confession 
that in certain lines there is very little 
reduction, a statement well calculated 
to win good-will by its very sincerity, 
there is also an equally frank announce- 
ment into which the note of sincere 
regret has been cleverly injected: ‘““We 
feel it our duty to mention the fact that 
shoes will be much higher in cost next 


season.”’ 


This advertising style is distinctly a 
departure from custom in Philadelphia. 
Mr. Geuting’s aim is to sell the public, 
not on this or that particular offering, 
which may last for a week or two weeks, 
then allowing the public to be sold on 
the dependability of the store as the 
result of purchases made therein. His 
purpose is to sell the public directly on 
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L. ALTERSON &’ CO. 


PHONE GREELEY 6G6 


102 W 34% St., New York City N.Y. 
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TRADE MARK 


REEL OUTFIT 
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H. W. RAMSAY 4 COMPANY 
148 FEOERAL STREET, BOSTON, MASS. 
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Fox 2-Ply Shoe 
ie 
The only one having 


the 2-ply Feature. 
Made Ezclusively by 


THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y. 





ccounts of Shoe and Leather Firms 
41 BEDFORD STREET, BOSTON 








Change your Faded or Off- 
colored Shoes to the Latest 
Fashionable Cordovan Shades by 
our Patented Process. 

Results are aioe wonderful. Color 
Permanent. AINT. 

Tt will pay on = write us! 

Albany Shoe Repairing Co. 

157 Kingston St., Boston 
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The Beoper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Ine, 


67-69 Murray St. 
New York 
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TRADE magn ata Brockton, Mass. 
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MAKERS OF MEDIUM PRICE 


McKAYS and WELTS 


Specialty of Flexible Welts 
Factory, WARD HILL, MASS. 








FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


FISKE SHOE & LEATHER CO. 


717-719 Atlantic Avenue, Boston 


Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


Salesroom 
New York, N. Y. 











The Shoe Factory 
Above the Mark __ Breckton 
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Men’s, Women’s and Children’s Shoes 








AShoe for Boys 
That Wears 


Marston & Tapley Ce. 
DANVERS, MASS. 





‘ 





ELIAS BERLOW 
Selling Agent 
“FISKE”—MEN’S SHOES 
“4SBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 








110 Duane St., New York, N.Y. 





Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


the character of the store, and allow 
the purchases to follow in due course. 

The advertising theory involved is 
that while such advertising will not 
bring in the crowds of bargain hunters 
with a rush, it will, in the long run, 
build good-will more quickly than a 
specific advertising offer of a value, 
which the purchaser may regard either 
as typical of the store’s policy in values, 
or simply a piece of good luck. 

The trade is going to watch the 
results of the Geuting advertising with 
more than usual interest, to see how 
this theory works out. 

FEWER CUT PRICES 


Advertising This Season Puts on 
Other Pressure 

Contrasts are to be noted, however, 
in the manner in which the trade gener- 
ally is backing up the clearance sales 
this year by advertising and the type of 
copy which has been used in former 
seasonal clearances. 

Cut prices, of course, are being 
featured, with comparisons of prices 
quoted and values. But this is cer- 
tainly not being done to the same extent 
as formerly, nor is the chief appeal, as a 
rule, centered around this reduction 
feature to the same extent. 

On the other hand, the advertising 
support of the sales is heavier, if any- 
thing, than in former seasons, as is 
indicated by a rough comparison of 
the space used in the Philadelphia news- 
papers this year and last. Apparently 
the idea is to stimulate the movement 
of stocks, but not to resort to too heavy 
reduction to do it. F 

“T honestly believe,” says the buyer 
for one big store in the center of the 
city, “‘that we actually do not need this 
advertising stimulation to clear out our 
stocks. I think we could dispense with 
it from that narrow viewpoint. It 
probably would take a little longer to 
clear the shelves for the new goods, but 
eventually we would get rid of what we 
have on hand without any difficulty. 
That, however, is not the point. If by 
light reductions, supported by heavy 
advertising, we can increase our sales 
right now, I figure that we are the gain- 
ers through more rapid stock-turn. I 
don’t regard this little campaign nearly 
so much in the light of a clearance as I 
do as simply taking a strategic oppor- 
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tunity to increase a sales volume that 
already is good. 

“The clothing merchants are now 
making a heavy drive to clear out their 
Summer stocks. When people buy new 
clothes they generally like new shoes 
to go with them. That is where the 
strategic advantage lies. By putting on 
our own pressure simultaneously with 
the clothing trade we reduce the cost 
of our own advertising as measured in 
terms of result per dollar. The combina- 
tion pulls stronger for both lines than 
the sum of individual effort by each.” 


*“*RED-TAPELESS”?” RECORDS 

N. S. R. A. Bulletin Describes 

System of Sales and Purchase 
Accounts 

A new service bulletin has just been 
issued by the National Shoe Retailers’ 
Association. It is the first of a series, 
of detailed informational value, com- 
piled from the results of an intensive 
investigation into the most efficient and 
economical methods of keeping shoe 
store records. 

The present bulletin deals with a 
“‘red-tapeless”” system of purchase and 
sales accounts, as presented by John R. 
Grigg, of the L. M. & S. Shoe Company 
of Cherokee, Iowa, before the Iowa Shoe 
Retailers’ Association. 

Secretary-Commissioner Mirkil also 
has prepared in bulletin form, complete 
information concerning important rail- 
road rulings affecting shoe shipments. 


TO AVOID DAMAGE 


Allied Council Publishes New 
Specifications for Packing 

Complaints have been received from 
merchants in all sections of the country 
over damaged shipments and the diffi- 
culties of getting them adjusted. 

Detailed specifications of standard 
containers for footwear are printed in 
this bulletin, which is an issue, not of the 
N.S. R. A., but of the Allied Council of 
the American Shoe and Leather Indus- 
tries. 

Retail merchants are urged by the 
council and by the N. S. R. A. head- 
quarters to insist for their own protec- 
tion in the prevention and adjustment 
of damage to shipments that manu- 
facturers and wholesalers shipping to 
them by rail shall follow the new rules 
and use the specified types of containers. 


Rochester 


R. A. T. S. S. ANNUAL OUTING 


Dave Oster Comments on Style 
Show 


The Seventh Semi-annual Rochester 
Shoe Style Show closed last week with a 


dinner and outing of the Rochester 
Association of Traveling Shoe Salesmen 
at Manitou Beach, a popular Summer 
resort near Rochester. The members 
and visiting buyers left the Powers 
Hotel in automobiles immediately pre- 
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pared for a long list of fun-making 
events and games. The sports included 
a ball game which was hotly contested 
between teams captained by Sam B. 
Vaisey and Harry Beatty. The outing, 
an annual affair for the R. A. T.S. S., 
was this year in charge of J. P. Beatty, 
chairman; Charles Shaver, Charles 
Briggs, Samuel B. Vaisey, Harry Beatty, 
Fred M. Wright and Charles H. Helmer. 

In speaking of the Rochester Style 
Show ‘‘Dave” Oster, president of the 
R. A. T. S. S., emphasized the fact that 
the object of the show is solely to pro- 
mote the interests of the shoe industry 
of Rochester. ‘“‘It really is rot a show,” 
said Mr. Oster, ‘“‘but a market where 
buyers and retail merchants from all 
parts of the country may view the 
styles and models under one roof, in 
separate rooms for each exhibitor, a 
plan that is identified with no other 
shoe style show in the country.” 


COMMUNITY DOLLAR DAY 


Shoe Merchants Participate in 
Same 


The shoe merchants of Rochester 
helped to make Dollar Day a com- 
munity event and a great success by 
offering special values at that price. 
This special sales idea is held twice 
annually to help brighten the dull 
season. Ranney H. Webster, of the 
Gould, Lee and Webster Co., was a 
member of the Dollar Day Committee. 


SHIELD’S BOOT SHOP 
Opens Women’s Department 


A women’s department, where Stet- 


son.shoes will be handled exclusively, | 


was opened at the Shield’s Boot Shop 
last week. Some of the models shown 
were of patent leather, brown kid, black 
and tan calf, and black kid. Heretofore 
Stetson’s men’s shoes have been sold 
at the East Avenue shop. 


CONVERTED TO FIBRE SOLES 
An Incident Related at Style Show 


A manufacturer of men’s and boys’ 
scout shoes who was visiting the Roches- 
ter Style Show last week related an in- 
cident that “sold” one of their custom- 
ers on fibre soles. From the story it 
appears that this particular shoe mer- 
chant had a pet aversion to fibre soles, 
stamping on his orders ‘‘None with 
Composition Soles.”” One season the 
manufacturer was “up against it” for 
the elkskin sole that is put on scout or 
play shoes and a new shipment was 
awaited every day. Meanwhile some 
kind of a celebration was to be held in the 
townin which the shoe merchant did busi- 


ness and he was having an unusual call for 


elkskin soled shoes. He wired the man- 
ufacturer to ‘Ship Two Cases Immedi- 
ately Via Parcel Post” and the shipping 
department was instructed to send two 
cases of the play shoes soled with Avon 
Sole Company’s ‘‘DuFlex’’ fibre soles, 
at the same time, sending him a letter of 
explanation telling of the delayed arrival 
of the elkskin. The manufacturer 
agreed to stand back of his merchandise 
as always and offered to replace any 
pair of shoes that did not give maximum 
service. The next order that came from 
that merchant bore the same rubber 
stamp imprint with the word “‘None”’ 
neatly eliminated. 


AT THE ROCHESTER SHOW 
James M. Maher and Son 


James M. Maher, manufacturing 
superintendent of the Marion Shoe 
Company, with his son, motored from 
Marion, Indiana, to Rochester to attend 
the Shoe Style Show. Mr. Maher 
formerly lived in Rochester and he 
made his visit there one to renew ac- 
quaintances and one of business. 

During the two years that Mr. Maher 
has been with the Marion Shoe Com- 
pany, he has had an excellent oppor- 
tunity to utilize the experience he se- 
cured in his connection with J. H. Gray’s 
Sons of Syracuse; Nugent Shoe Com- 
pany and Peacock Shoe Company of 
Rochester and the Florsheim Shoe 
Company of Chicago. 

To change the output of the Marion 
Shoe Company from heavy work shoes 
to a line of up-to-date, first quality, 
men’s dress shoes has not been a simple 
task. Mr. Maher has accomplished this, 
however, and has done exceptionally 
well. The change was made, moreover, 
under circumstances that necessitated 
the instruction and development of 
entirely new factory hands in all 
departments. 

During his visit to Rochester, Mr. 
Maher had the opportunity of talking 
with many of the Marion Shoe Com- 
pany’s customers and the expressions of 
approval of his shoes has given him 
the assurance that his efforts have been 
successful. 


NEWS FROM INTERVIEWS 
At Rochester Shoe Style Show 


“Keds” held the center of the stage 
at the exhibit of the L. P. Ross branch 
of the U. S. Rubber Company. 

W. B. Coon Company found that the 
Style Show was a great medium for 
establishing their line before the public. 

Goodger & Milow Shoe Co.’s infants’ 
shoes attracted much attention at the 
Rochester Style Show display booth 
playhouse. Attractive floral display. 
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Where to Buy 


MISCELLANEOUS 








Trim Your Windows with 


WIN -DECO 


DISPLAY PAPERS 
Send for Free Samples. Large Variety of 
Color Effects. 

WIN-DECO DISPLAY SERVICE 
93 Federal St. Boston 








LATEST STYLES IN 
COLONIAL BUCKLES 
Slipper Bows, 
Ornaments, Buckles, etc. 


D. T. DUDLEY & CO. 


66 Washington St. Haverhill, Mass. 














W™* Sumner SMITH 
CHICAGO ILL. 


BATHING _— 


SSB stock 
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F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 








THE OSCAR ONKEN 


1141 W. 4th St., Cincinnati, o, U.S A. 











Where to Buy 
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UNITED SHOE MACHINERY 
- CORPORATION ° 


Boston. Mass. 


Two things make white shoes 

popular. They are smart and 

they are economical. 

= eenampunnuamnnunnrernninnsnetnin Now you can tell your cus- 
tomers that they can have white foot- 


wear always white. 
Kling White cleans as well as whitens. 
Al N of Preserves the shoes. 
b off” 


Gives a beautiful velvet whiteness. 
Easily and quickly applied. 
Dries quickly and will not rub off. 


United Shoe Repairing 
Machine Company 


4 Albany Street, - Boston, Mass. 





a AA. 


























aces 








July 19, 1919 


Williams, Hoyt & Co., reported that 
the New York retail merchants have 
shown great interest in their line of 
young ladies’ shoes in black kids and 
calfskins. 

Moore-Shafer Shoe Manufacturing 
Company’s Ultra shoes were attrac- 
tively displayed amid a bower of flowers 
and the exhibit attracted much favor- 
able attention. 

Ault, Williamson Shoe Company of 
Auburn, Maine, had an attractive dis- 
play of Constant Comfort shoes at the 
Rochester Show, in room 504. 

Truitt Bros., Inc., reported good sales 
in their youngsters’ shoes and a big 
demand for their stitch-down play ox- 
fords with heels with lasted-in heel seat. 

Jos. Heilbrunn & Sons reported a good 
business. 

Herbert L. Marx Company of Albany, 


N. Y., had an attractive display, featur- 
ing Herlman children’s shoes. Business 
has been brisk on welts and McKays. 

The F. B. Kelly Company, Inc., art 
service for the retail shoe trade, dis- 
played the season’s latest in shoe cards 
which they have prepared for the com- 
ing Fall season. 

Sandals, play shoes and play oxfords, 
also Romeo slippers, were the big sellers 
reported by the Hagerstown Shoe and 
Legging Company, Inc. ; 

C. D. Brown & Co. expect that the 
next Fall season will see light brown 
leather in great demand. 

The Tweedie Boot Top Company of 
St. Louis, Mo., featured in addition to 
their line of tops their current advertis- 
ing which includes full page specials in 
the leading women’s magazines and 
fashion mediums. 


Chicago 


A NEW FACTORY 
For Florsheim Shoe Company 


Plans have been completed and 
ground will be broken August 1 for a new 
plant for the Florsheim Shoe Company 
which Sam Goodman, sales manager, 
says will be the finest shoe factory in 
the world. This new factory will be 
located at Milwaukee and Belmont 
Avenues, and will be 265 feet by 225 
feet and occupy:a square block. It will 
contain four floors; will be of fireproof 
construction throughout and maximum 
light will be afforded by lavish use of 
glass windows. : 


Welfare Work Developed 


A separate building will be devoted 
to welfare work which the officials of 
the Florsheim Shoe Company say will 
be developed to a high standard and 
provide for lunch rooms, rest rooms, 
nurses’ rooms and all modern comforts 
of industrial operation. Another sepa- 
rate building will contain a power plant. 
The capacity of this new factory will be 
2,500 pairs daily and in addition to the 
present factory which is located on 
Adams and Clinton Streets, and has a 
capacity of 5,000 pairs, the total out- 
put of the Florsheim Shoe Company, 
upon the completion of the new factory, 
will be 7,500 pairs of men’s fine dress 
welts. 

The Florsheim Shoe Company will 
soon begin work on new samples and 
Mr. Goodman says that medium shades 
of brown will be the dominating colors 
of leather which will be used in making 
up new shoes. This factory, like most 


all the other factories in Chicago, is 
sold up for many months. 


AT CAPACITY OUTPUT 


Condition at J. P. Smith Shoe 
Company 


The J. P. Smith Shoe Company state 
that they have orders in their factory 
that will keep it going at capacity until 
the latter part of January, 1920. The 
demand for shoes has been so great that 
it is necessary to limit each salesman to 
a small quota of orders and every at- 
tempt is being made to turn out the 
orderson hand. This concern hasn’t yet 
started work on their new samples for 
Spring, but will have the line ready next 
month. 

J. P. Steere, sales manager, says that 
colors for next season in men’s shoes 
will not deviate greatly from the pres- 
ent styles but he says that prices will be 
considerably higher. 


SHOE PRICES INVESTIGATED 
By Local Agents of the Government 


Assistant District Attorney Benjamin 
P. Epstein has been ordered to investi- 
gate the reason for the high prices in 
shoes. Based upon a report that there 
will be a 20 per cent increase in the cost 
of shoes on September 1, the local Gov- 
ernment office is trying to determine 
reasons for this advance in price. Shoe 
manufacturers referred him to the scarc- 
ity of leather and the increased cost of 
production as the reasons for continu- 
ally advancing prices. 
district attorney’s office has begun its 
inquiry this week. 


However, the. 
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Charles A. Keenan on a 7,000 Mile 
Trip 

Charles A. Keenan of the Nature 
Tread Manufacturing Company, manu- 
facturers of foot appliances, left on 
Saturday, July 12, for a 7,000-mile 
trip, making the important towns of 
the West such as Denver, San Diego to 
Vancouver, Winnipeg, etc., calling on 
the Shoe trade and jobbers. 


ADVERTISING FOR SALESMEN 


Ten-Inch Newspaper Display Space 
Stresses Opportunities 


O’Connor & Goldberg are using 10- 
inch newspaper display ads in securing 
salesmen for their seven stores. These 
ads are appearing at regular intervals, 
and are emphasizing the opportunities 
that are afforded in the shoe business. 


A recent advertisement read as follows: 


“Opportunity with the 
O-G Organization 

There are unlimited possibilities for 
ambitious men and women with the 
most progressive retail shoe merchants 
in the country. 

Right now there are several splendid 
openings for 


Salesladies and Salesmen 


Men and women with general sales 
experience can be very quickly adapted 
to the O-G methods of satisfactorily 
selling shoes. 

If YOU are interested, please make 
application at the O-G General Offices, 
Republic Building, 205 So. State Street.”’ 


FRANK. P. MEYER BOOSTS 
CONVENTION 
Addresses Chicago Merchants— 
Urges Increased Membership 

Frank P. Meyer, live wire shoe mer- 
chant of Danville, Ill., president of the 
Illinois Retail Shoe Merchants’ Asso- 
ciation, and Secretary-Treasurer of the 
N.S. R. A., was a visitor in Chicago dure 
ing the Chicago National Shoe Exposi- 
tion, and was a guest at luncheon on 
July 9 of the Chicago Shoe Retailers’ 
Association. Mr. Meyer was called upon 
to give the Chicago Association his im- 
pressions of the forthcoming conven- 
tion of the Illinois Shoe Retailers’ Asso- 
ciation and brought home the following 
points. He said that this year the con- 
vention at Springfield to be held on 
July 28, 29 and 30 will be the largest 
that the Illinois Shoe Retailers’ Asso- 
ciation ever held. A _ big, elaborate 
program has been arranged and many 
constructive subjects will occupy every 
session of the three-day convention. 

Among the principal speakers will be 
Governor Frank O. Lowden, Adjutant- 
General Frank S. Dickson, E. B. Ter- 
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stores where the trade mark daily 
proves its trade drawing power. 


Cincinnati 
Jos. Pietzuch Co. 
Cleveland 
Pocock-Wolfram 
Columbus 
Dunlap Shoe Co. 
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; LS ses recognize ‘‘Queen Quality” on a shoe as the stamp of Character—the unfailing 
guide to satisfaction through proper balance of design, fit and quality. 


Because “Queen Quality” ‘shoes reflect woman’s desire for consistent style and service, “Queen 
Quality” exclusive agencies benefit by the satisfaction assured their customers and the cumu- 
lative good-will nationally established for nearly a quarter of a century by this famous Trade 


Mark. 


The “Queen Quality” agency privilege is handled without burdensome restrictions and in 
complete co-operation with our customers, creating trade drawing power that is irresistible. 


THOMAS G. PLANT COMPANY 


New York BOSTON Chicago 
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hune, publisher of ““The Boot and Shoe 
Recorder,’’ Otto Hassel, John O’Connor, 
and many others. He pointed out that 
there was a deplorable lack of member- 
ship from Chicago in the Illinois State 
Association and he invited the co-opera- 
tion of Chicago Retailers’ Association in 
building up a big representation of 
Chicago shoe merchants as members 
of the Illinois State Shoe Merchants’ 
Association. 

Mr. Meyer said that soon after the 
July convention he will inaugurate a 
campaign for thorough representation 
of Chicago in the big state association 
that will result in the securing of 200 
members in this city. 

At this meeting he invited all mem- 
bers present to come to Springfield and 
the majority of them pledged their 
presence. 

John O’Connor was appointed Chair- 
man of the ‘On-to-Springfield’’ Com- 
mittee and C. H. Fleissbach and F. T. 
McLoney were appointed members of 
this committee. Mr. O’Connor is 


busily engaged in getting up a big dele- 
gation for this event. 


Outing of Retail Merchants 


The Chicago Retailers’ Association 
at their last meeting held on July 9 
planned an outing and field day that 
will be held during the latter part of 
August at the Beverly Country Club. 
John O’Connor was appointed chairman 
of the entertainment committee. 


A CANADIAN VISITOR 
A. H. Galle Attends Display Men’s 


Convention 


A. H. Galle, display manager for 
Rannard Shoe, Ltd., Winnipeg, Mani- 
toba, is attending the convention of the 
International Association of Display 
Men, at the Hotel Sherman, Chicago. 

Mr. Galle for the past five years has 
been manager of Leuthes Boot Shop, 
Niagara Falls, New York, which posi- 
tion he recently resigned to take charge 
of the display advertising for the Ran- 
nard Stores. 

Mr. Galle will spend a week in Chi- 
cago after the convention, purchasing 
decorative materials for the Fall dis- 
plays at Rannards. 





Milwaukee 


*“GET-TOGETHER” DAY 


Employes of Nunn, Bush & Weldon 
Shoe Co., Hold Outing 


Saturday, June 28, the employes of 
the Nunn, Bush & Weldon Shoe Com- 
pany, held their annual outing at 
Waukesha Beach under the auspices of 
their benefit association. This annual 
event proved the most interesting of the 
many held, both because of the splendid 
program of events and because of the 
announcement by the firm that all 
employes should receive their usual 
Saturday pay, despite the fact that it 
was declared a holiday. 


Eight Trains and 2,000 Picnickers 


The officers of the Nunn, Bush & 
Weldon Choe Co., provided eight trains 
to carry approximately a total of 2,000 
picnickers, composed of employes, their 
families and friends to the beach. The 


morning attraction was a ball game be- 
tween a picked team and the regular 
factory team, the picked team making 
the better showing and taking the cigars 
offered as a prize. 

After a basket lunch, races on land 
and water, dancing and roller skating 
were indulged in, as suited the fancy of 
the holiday crowd. Special trains 
brought the crowd home to enjoy the 
following week as their annual vaca- 
tion. 

The annual holiday is a ‘‘Get-together 
Day” of the entire Nunn, Bush & 
Weldon organization. Employes meet 
each other on a social rather than busi- 
ness basis with the result that a spirit of 
understanding and harmony prevails 
throughout the entire organization. 
The good fellowship of the day lasts 
throughout the year, emphasized at 
intervals by other gatherings provided 
by the benefit association and the firm. 


Haverhill 


HAVERHILL WELL REPRE- 
SENTED 
At Boston Style Show 


Haverhill was well represented at the 
Boston Style Show with their newest 
and best samples. A visitor to any one 


of these firms exhibits was most certain 


to see something of interest. It is no 
wonder that the general impression 
remains unshaken as to Haverhill’s 
supremacy in good shoemaking. 
Twelve local concerns reserved ex- 
hibit space and had living models on the 
fashion runway. The models appeared 
on the runway, two to an exhibitor. 
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Miss Marguerite Fay, a Haverhill girl, 
is one of the 30 girl models. While the 
shoes were being displayed on the 
fashion runway the manufacturer’s 
name with remarks about the shoe 
were projected on a screen on the stage. 


List of Exhibitors 


The local firms and the shoes dis- 
played are Emery & Marshall Shoe Co., 
women’s fine and medium welts and 
turns; Cushman & Hebert, flexible Mc- 
Kays for women; Kimball & Sherman, 
women’s fine turns; Herman E. Lewis, 
women’s fine and medium turns and 
slippers; Charles K. Fox, Inc., women’s 
medium grade turn sole and welt shoes, 
low cut specialties; Bancroft-Walker, 
the Walk-Croft process shoe; Hopkins 
& Ellis, the “‘Haverhill Maid’’ fine and 
medium turns; Ellis-Eddy, fine turns 
for women; L. B. Dudley & Co., 
misses’ and children’s medium turns; 
Knights-Allen Co., women’s fine and 
medium turns; Le-Bosquet-Moore, wo- 
men’s medium turns; Rickard Shoe 
Company, women’s fine and medium 
welts. 


WHITCOMB SHOE COMPANY 


Will Show New Lasts in Fall Stock 
Lines 


The Whitcomb Shoe Company is 
making preparations to take care of the 
trade’s ‘“‘at-once”’ orders for Fall from a 
floor stock which will include new and 
attractive lasts. Salesmen are now 
getting ready for the road. Paul 
Whitcomb, speaking of the uncertain- 
ties regarding the leather market, says 
“Prices cannot be calculated to stand 
for any length of time.” " 


Heavy Orders in Amesbury, New- 
buryport and Seabrook 


Amesbury, Newburyport and Sea- 
brook are reported to be getting heavy 
orders for Fall and will do a record 
business. Space is all taken up in 
Amesbury and Newburyport and out- 
side firms are constantly inquiring for 
floor space. The production is princi- 
pally hand turns. 


THE LEATHER SITUATION 


Cause of Apprehension Among Shoe 
Men 


“Where is the top’’—is the question 
uppermost in mind. It looks like the 
sky and then some to those who have 
been into the market to cover their 
present or future requirements. Upper 
leather at a dollar and a half a foot now, 
does not offer foundation for optimism 
regarding lower priced shoes. Buyers 
awake to the situation are offering no 
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A High Grade 
Metropolitan Last 


1B 





STOCK NO. 818 


This shoe is made on the famous O’Brien Last, known everywhere as a fitter of the 


finest kind. An everyday seller. 


Men’s all black kid bal. High quality leather soles, leather counters. Full 
sized tongues, fleeced lined. Leather top facings. In stock, A, B, C, D widths. 


WRITE FOR PRICES AND DISCOUNTS 


J. W. Carter Chicago Company 


Chicago, Il. 
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objections to advances in price over and 
above price specified in orders for 
shoes. 

With the demand for shoes from all 
quarters running heavy, it appears to 
be that the safest course is to “get 
covered” irrespective of cost. People 
are not going unshod and with the 
prospects of prosperity continuing for 
a long while yet, the distributor can 
feel safe in buying on any market price 
and turning his purchase at a good 
profit. 


S. I. PARKER SHOE COMPANY, | 
INC. 


Succeeds the Newburg-Parker Shoe 
Company 


The Newburg-Parker Shoe Company, 
280 River Street, has been succeeded 
by the S. I. Parker Shoe Company, Inc. 
George E. Newburg, associated with 
the old company, has retired. Samuel 
I. Parker is treasurer and general man- 
ager of the new firm. Louis Berenberg 
is president. 


Brockton 


ANNUAL STOCKTAKING 


Work of Brockton Factories 
Completed 


After a shut-down by many Brockton 
factories, for the purpose of taking semi- 
annual inventory of stock on hand, the 
wheels are again turning with a full 
quota of employes busily at work. 

Taking stock in a shoe factory in- 
volves problems that are never met in 
many another business. Everything 
must be accounted for. So far, stock- 
taking is not dissimilar to any business. 
But much in a shoe factory is in the 
making, and every step in a shoe’s prog- 
ress through the factory involves ex- 
pense that must be carefully calculated 
up to and including the state at which 
the product is taken. Considering 
the numerous progressive steps neces- 
sary for a shoe to go from the cutting 
room to the finishing room, one can 
easily imagine the complex nature of 
the work for the accountants. 


Brockton Ahead on Shoe Shipments 


The record of shoe shipments for the 
past month shows that Brockton is 
about thirty days ahead of the corre- 
sponding period of last year in number of 
cases delivered. 

It was not until August last year that 
the. 400,000 mark was topped, but total 
shipments to date show that deliveries 
have reached 408,318 cases. 


E. T. WRIGHT & CO., INC. 


To Carry Fourteen Fall Stock 


Styles 


There has been an increase of styles in 
the line of men’s fine welt shoes shown 
by E. T. Wright & Co., Inc., of Rock- 
land, Mass. These models are said to be 
far in advance of anything heretofore 
shown on a city last. 

The extreme lines of the new models 
give added distinction and individuality. 
which is most pleasing. This shoemak- 
ing, together with the apparent improve- 


ment of styles that have won such popu- 
larity as to warrant their being called 
staples, reveal the progress constantly 
being made by the company. 

The Arch Preserver shoe that figures 
so largely in the sales total has been 
refined in details which adds much to 
its appearance and general excellence. 
Four different styles are shown. An 
eye-catcher is the shoe of Coco Calf 
with a fawn, buck, cloth-top. This shoe 
and a dancing pump of patent colt, car- 
rying a nine-iron, flexible sole, with 
close edge, will be available to buyers 
on an immediate delivery bases. 

Advertising manager A. H. Lee says, 
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“‘We have made preparation by carry- 
ing big floor stock of all ready-to-ship 
styles to meet demands of all customers. 
Our stock style catalogue is on the press 
and will soon be ready for mailing. 
Salesmen will start September 1.” 


WALL, STREETER & DOYLE CO. 
Reported Seeking Brockton Factory 


A rumor has it that the firm of Wall, 
Streeter & Doyle Co., of North Adams, 
Mass., might locate in Brockton if 
factory facilities can be found. The 
company has enjoyed steady growth 
and feels the need of more room to care 
for its increasing business. ° 

Albert Doyle of the firm is a resident 
of Brockton and was at one time travel- 
ing for Churchill & Alden Co. of Cam- 
pello. ; 


EMERSON SHOE COMPANY 
Building Second Wing to Big Plant 


The second big wing of the Emerson 
Shoe Company in Rockland was re- 
cently started. The contractors have 
their work under way on the founda- 
tions of the building, and aim to have it 
completed within forty-five days. A 
similar style-wing now in use was made 
ready for shoemaking in forty-one 
days. 


Springfield Mass. 


MERCHANTS WELL PLEASED 


With Early Purchases Made in 
March 


Merchants in this vicinity who ob- 
tain the greater part of their stock from 
New York, and who have been com- 
pelled to purchase many months in 
advance of their immediate needs to 
insure delivery of same when needed, 
are now (owing to the recent advances in 
the market) well satisfied with every- 
thing contracted for in March, for with- 
out such purchases to ameliorate the 
present condition, it would be hard to 
justify the coming Fall prices in the 
minds of their customers. 

Arthur La Bonte and Charles Miller 
of this city attended the Boston Style 
Show and were very busy with their 
exhibits there and at the Essex Hotel. 
This city sent a number of retail buyers 
to the Boston Style Show the past 
week. 

Reversal of Taste 


It is sometimes interesting to note a 
reversal of popular fancy from season 
to season. To illustrate: Last season 90 





per cent of the tennis goods sold for all 
ages were bals, and manufacturers, job- 
bers and retail merchants prepared this 
season for a repetition of the same de- 
mand, but for some unaccountable 
reason the oxfords are in great demand 
and the sale of high cuts shows a decided 
falling off. 


MID-SUMMER SALES 
Started Earlier Than Usual 


There seems to have been a rather 
panicky rush to start mid-summer shoe 
sales this year; stores that usually wait 
until after the Fourth were displaying 
enormous signs advertising broken lot 
and clearance sales as early as June 15. 
The more conservative dealers believe 
this to be a mistake, inasmuch as much 
good, seasonable business is always at 
hand and only requires a good stock of 
white goods and tennis and outing shoes 
to hold the June and early July volume 
up to par. It is particularly true this 
season that low priced mid-summer 
footwear is acceptable to the public, 
especially cloth shoes of every de- 
scription, as it offers a’ temporary 
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“CONSTANT COMFORT” 


GOOD-AS-WHEAT STYLES 
READY FOR INSTANT SHIPMENT 


Black Kid Turns that 
you can save money by 
buying now. 

Dependable quality,— 
shoes made for comfort 
yet at all times attractive. 


ORDER NOW! 


Prices Subject to Change 
Without Notice. 





















No. 113 
Kid Plain Toe 6 
eyelet Oxford. 
~~ B, C, 












Samples Displayed at Room 17, United States Hotel, Boston 
Mr. J. T. Carroll, Mr. A. Minshall, Mr. E. E. Davis 
In Attendance 


Ault-Williamson Shoe Co. 




















No. 14 












Kid 3 Fored Plain, Toe. MANUFACTURERS 
in. / eel. ’ 
cnn. > Oe AUBURN, MAINE 















Something 
Entirely New 
in Spats 








writing away from the usual way of designing spats, that 
is with both sides cut the same width, Underhill Spats are 


cut one-half inch wider on the inside. 






This has the effect of producing a smooth, snug fit with 
the spat setting perfectly centered over the foot. 
‘ 






You get this distinctive feature exclusively in Under- 
hill’s Foot-Fashioned Spats. Combined with their 
usual high standard of quality and workmanship, they 
offer unusual sales possibilities. 








SEND TODAY FOR SAMPLES. 


All Colors—All Heights—All Fabrics 


G. F. Underhill Co. 


NEWARK, NEW JERSEY 








58 COLDEN STREET 
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relief from the high cost of leather 
products. 


LOCAL BRANCH CLOSES 
Due to the Death of G. R. Kinney 


The local branch of the G. R. Kinney 
Company chain of stores closed Thurs- 
day, June 19, owing to the death of the 
proprietor and general manager, Mr. 
Kinney. 


Self-Service Store Not A Success 


One of the stores that opened about 
four months ago just south of the arch 
on Main Street closed its doors recently. 
Its plan was to run along self-service 


lines with one attendant, but apparently 
the public have wanted their boots fitted 
in the old fashioned way, as it met with 
little success. 


Lesson in Courage 


Merchants who hesitate about buy- 
ing mid-Summer goods as late as July, 
should take courage from the example 
set by William R. Battey of Hartford, 
who, last week, purchased an entire 
carload of white goods. Mr. Battey 
expects:to dispose of the entire lot within 
the next six weeks. A goodly portion 
of these will probably pass through his 
popular bargain basement. 


Boston 


BOSTON SHOE TRADES CLUB 
GOLF TOURNAMENT 


T. L. Tewksbury Shows Score of 80 
in **Gross Class A’”’ 


On Friday, July 11, the Boston Shoe 
‘Trades Club held a Shoe and Leather 
Golf Tournament. The Common- 
wealth Country Club at Newton, Mass., 
was the scene of the contest. A fine 
field, both in numbers and quality, 
‘turned out. 

The summary has the aspect of a 
state open tourney, so many of the low 
handicap men are in one branch or an- 
other of the shoe business. 


A Play-Off Necessary 


In Gross Class A, honors were cap- 
‘tured by T. L. Tewksbury, with the 
Northwestern Leather Company who 
‘showed a score of 80. Mr. Tewksbury 
-also had a score of 71 in net Class A—G. 
S. Pitcher, 73. 

In Gross Class B, there was a tie be- 
tween W. M. Partridge with M. H. 
Bates Company, Brockton—93 and 
‘George Fuller of Hudson, Mass., 93. 

In Net Class B, George Fuller had a 
score of 75 and A. W. Peters of the 
Peters Mfg. Company, 53 Lincoln 
‘Street, Boston—75. 

There will be a play-off in Class B 
-and Mr. Peters will naturally take the 
net class in B. 

Gross in Class C was won by T. E. C. 
Johnson—99 and Net, L. H. Burdett— 
79. T.E.C. Johnson is with the A. E. 
Nettleton Company and L. H. Burdett 
ds identified with the Burdett Shoe 
Company. 

The entry list was 75 and 69 teed off 
-and turned in scores which was a field 
greatly beyond the expectations of the 
golf committee who feel very much 
pleased with the wonderful backing the 


members of the Shoe Trades Club gave 
the tournament. 

State Handicapper Dan Horan as- 
sisted the committee in running the 
tournament. The personnel of the 
committee was as follows: E. B. Ter- 
hune, George J. Loveley, C. P. Waide, 
J. B. Brennan. 


How the Cards Read 


The cards for Class A, B and C read 
as follows: 

Class A—T. L. Tewksbury, 80—9 
—71; G. S. Pitcher, 83—10—73; F. M. 
Bohr, 86—11—75; A. N. Blake, 85 —8— 
77; J. A. Farren, 86—9—77; G. Patter- 
son, 90—12—78; F. G. Thayer, 83—4— 
79; R. N. Hall, 86—7—79; M. Keith, 90 
—9—81; G. Coulthurst, 93—11—82; 
G. Ferguson, 95—13—82; W. T. Hollis, 
91—8—83; J. B. Brennan, 93—10—83; 
C. H. Furber, 96—13—83; F. C. Dono- 
van, 94—10—84; A. J. Chase, 90-—5— 
85; E. S. Rice, 92—6—86; G. J. Love- 
ley, 100—13—87; K. A. Friend, 99—9 
—90. ° 

Class B—G. Fuller, 93—18—75; A. 
W. Peters, 94—19—75; A. C. Schmei- 
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zer, 94—18—76; L. M. Downes, 96—20 
—76; A. G. Quimby, 97—20—77; H. 
C. Pope, 95—17—78: E. S. Wilmarth, 
98—20—78; W. M. Partridge, 93—14 
—79; G. M. Wilkins, 94—15—79; A. J. 
Swett, 94—15—79; J. L. Kammerer, 
94—15—79; J. E. Peckham, 98—16— 
82; E. H. Lovell, 100—18—82; J. M. 
Learned, 100—18—82; R. E. Ambrose, 
100—16—84; C. Manning, 102—18— 
84; S. Sewatz, 102—17—85; C. H. 
Baber, 105—20—85; S. M. Patterson, 
100—14—86; E. E. Bird, 103—16—87; 
J. J. Gillespie, 105—18—87; H. O. Pay- 
ton, 108—18—90; C. P. Waide, 115— 
18—97; W. C. Goodwin, 113—15—98. 

Class C—T. E. C. Johnson, 99—28 
—71; L. F. Burdett, 103—24—79; F. 
C. Cook, 103—23—80; J. F. Crehan, 
108-—24—84; F. B. Rice, 109—24—85; 
W. B. Meader, 109—24—85; G. Hall, 
109—24—85; E. W. Burdett, 111—24— 
87; E. B. Terhune, 109—21—88; D. R. 
Munsey, 112—24—88; D. Goodin, 120 
—30—90; J. McElaney, 121—30—91; 
L. B. Cubbison, 126—30—94; W. A. 
Hogan, 122—26—96; G. W. Koenig, 
128—30—98; M. Nazro, 133—30— 
103; C. Upham, 117—0—-117. 


Silver Cups Awarded 


The prizes were awarded at the noon- 
day meeting of Wednesday at the Bos- 
ton Shoe Trades Club and consisted of 
six gold-lined silver cups beautifully 
inscribed with the date of July 11 and 
“B. S. T. G. Tournament.” These 
cups were designated as to prizes for the 
“Best Gross Class A’; ‘“‘Best Gross 
Class B’’; “‘Best Gross Class C’’; and 
“Best Net Class B”’; ‘Best Net Class 
A”; “Best Net Class C.”’ 


Much Credit Due Committee 

Much credit is due to the committee 
for the very efficient manner in which 
this tournament was conducted. The 
plans were made sufficiently ahead of 
time so as to insure no confusion and 
everything moved with the ease which 
always marks a well-planned event. 


Columbus 


BIG BUSINESS 


To Be Followed by Bigger 
Business 


. Big business for the first six months, 
bigger business for the last six months, 
is the aim of every shoe merchant in 
Columbus. 

Shoe merchants gave out a report 
this week that the shoe business was 
never better than it has seen in the past 
six months. 


NEWS OF FACTORIES 
Expansion Is the Order of the Day 


Announcement has been made that 
the H. C. Godman Company, shoe 
manufacturers, has purchased the prop- 
erties bounded by Town, Front, Walnut 
and Scioto Streets, 18714 feet square, 
and will soon erect a shoe manufactur- 
ing plant. This plant will be in addi- 
tion to the many plants they now oper- 
ate. 
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“Quality 

plus — 
Distinction’ 

Flex-Last offers to those dealers who seek a 


discriminating clientele the ultimate in Juvenile 


Shoes, which so blend quality with distinction as to make it 
“The Perfect Turn Shoe’’. 
NEW YORK 
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“Keith Konqueror’ Shoes 
Can be had Branded or Unbranded 


Unless otherwise ordered all stock shoes 


are. shipped unstamped. Your own 
private mark will be imprinted on the shoes you buy, 
if it is wanted, or you can have the choice of the 
‘* Keith Konqueror” mark. Our catalogue is a friend 
indeed when you’re in need. See that you always have 
a copy handy. 7 





The Preston B. Keith Shoe Co. 
BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 
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The Kropp Shoe Company has pur- 
chased the five-story brick building at 
309-319 South Fourth Street, formerly 
occupied by the United States Carriage 
Company. 

This building has about 40,000 square 
feet of floor space, besides the basement, 
and with but few alterations, it will be 
ready for occupancy soon. This com- 
pany manufactures an A-1 line of grow- 
ing girls’, misses’, children’s, boys’ and 
youths’ McKays. 

A majority of the local shoe factories 
were closed during the week of July 4 
for the usual Summer vacation. This 
gave several of the companies an op- 
portunity to inspect and give the needed 
repairs to the machinery. 

The bringing of new manufacturing 
plants to Columbus and the building 
of new and larger plants by companies 
already located here means a bigger and 
better Columbus. 

The Allen Motor Company which 
has just recently located here, are plan- 
ning to enlarge their plant, to take care 
of the rapidly increasing business. This 
plant will employ many of Columbus’ 
machinists. 

During the next ninety days the Tim- 
ken Roller Bearing Company of Can- 
ton, Ohio, will build a branch factory in 
Columbus, at which 700 to 1,000 men, 
the majority of them skilled machinists, 
will be employed at the beginning. 

The factory site will embrace 10 to 
15 acres to permit expansion, according 
to Mr. Timken. Between $1,000,000 
and $1,500,000 will be spent on building 
and machinery. 

Equipment to be installed in the Co- 
lumbus plant will be unusually expensive. 


Care will be exercised in constructing : 


the shop to provide plenty of fresh air 
and light for workmen. 

Columbus was selected after a num- 
ber of middle western cities, among them 
Cincinnati, Cleveland and Indianapolis, 
had been considered. 


UNITED COMMERCIAL 
TRAVELERS 


To Retain Headquarters at This 
City 

Columbus will retain the headquarters 
of the Supreme Council of The United 
Commercial Travelers, as a result of 
a decisive vote of that body at its annual 
convention in Columbus, defeating 
an amendment to the constitution pro- 
viding for the removal of the headquar- 
ters to Cleveland. The agitation for the 
removal was started by Eastern dele- 
gates. Action was taken by the supreme 
council creating a fund for widows and 
orphans of deceased members of the 
order, which fund will not be drawn 
upon until it has reached $100,000. An 


amendment to the constitution which 
would have admitted stock and bond 
salesmen to the order was voted down. 


Has Paid to Dependent Widows 
More Than $80,000 . 

More than 500 delegates were in 

attendance, representing 80,000 com- 
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mercial travelers of the United States. 
This organization was founded in Co- 
lumbus 32 years ago. During the years 
of its existence the organization has 
paid to dependent widows more than 
$80,000 and more than $717,000 in 
accident insurance, all of which has 
been handled in Columbus banks. 


~The Last Call 


“ Muster In Illinois” 


By FRANK P. MEYER, President of Illinois Shoe Retailers’ Association 


Illinois, Illinois, Illinois, rally to your 
colors. Muster in your forces, over- 
enlist your quota, for the big drive is 
right on top of you. 

The urgency of preparation for the 
coming year’s commercial battle is as 
great as for the sanguinary battles of the 


FRANK P. MEYER 


past two years. Your bulwarks cannot 
be built too strongly, nor your planning 
cannot be too careful. You have un- 
precedented problems to meet and 
conditions to consider which commer- 
cialism has never before faced. 


Consultations with Experts 


You will need the consultation of 
experts to help you engineer your com- 
ing year’s campaign. That is the main 
“why” of our coming convention at 
Springfield. Commercial and shoe ex- 
perts will confer over all matters per- 
taining to your business. They will put 
you “‘hep” to the “heeps”’ that will put 
you over the top and land you at your 
objective of success. 


The biggest men of the world’s shoe 
men will talk shoes at this convention. 
The biggest men of commerce will con- 
sider—for your benefit—the greatest 
and most difficult of commercial ques- 
tions. 

Politics eternally inseparable from 
merchandising will be analyzed by our 
most astute statesman. Among those 
on our program are Governor Frank O. 
Lowden; Adjutant-General Frank 8. 
Dickson; Everit B. Terhune, treasurer 
and general manager of the “Boot and 
Shoe Recorder;” National President 
Geuting; Otto Hassell and Past Na- 
tional President John O’Connor. The 
greatest post graduate course in mer- 
chandising ever offered anywhere may 
be had at Springfield, Illinois, July 28, 
29 and 30. Added to the great educa- 
tional features of the convention are the 
highest class entertainment features 
ever offered anywhere. Paid profes- 
sionals will give you the most up-to-the- 
second pastime of these up-to-the- 
second times. 

The entertainment arranged for the 
ladies will make attending this conven- 
tion an epoch in their lives. The ladies 
of Springfield, like the ladies of Wash- 
ington, are past mistresses at entertain- 
ing. They will outshine all past per- 
formances here. If you like your wife, 
bring her with you. 

Meet me at Springfield! 


Pacific Coast Notes 


The Star Shoe Company of Coalinga, 
Cal., has a new manager in the person 
of Wm. K. Fleischmann, secretary of the 
Los Angeles Retail Shoe Salesman’s 
Association. For a number of years 
Mr. Fleischmann was associated with 
Rosenthal’s, Inc., as floorman and sales- 
man. 

Ernest Seymour, manager of the shoe 
department of the Mercantile Com- 
pany of Long Beach, Cal., visited in San 
Francisco for several days after the 
convention in San Jose, before returning 
to the South. 
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ONSIDER not only that 
the style and quality of 
Smith-Briscoe Shoes carry 

satisfaction to the customer to- 
day, tomorrow and as long as 
the shoe is worn. 


This is surely of first importance ; 
but close behind it comes the 
practical feature of Smith-Bris- 
coe prices which we are able, 
through timely leather pur- 
chases, to figure lower than the 
usual. 


Send for a Smith-Briscoe sales- 


man to count you “in” on his 
next trip. 


Snith Briscoe Shoe Go Inc. onghe 708 
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A proven fact 


High. quality spats can be made— 
properly and stylishly—and soid 
al a moderaie price. 


This has been demonstrated in 


PRACTICAL 
BUCKLE 
SUPPORT 


MADE — Feb. 23, 
1913. 


Can be. used on any type of buckle. Easily attached. Ab- |} 


solutely rigid. Buckles quickly interchanged. 
Keeps buckle close up to throat of shoe. Does not reduce 


length of vamp. 
SPECIAL TRIAL SAMPLE OFFER 
1 dozen assorted pairs ; $2.00 F. O. B. Haverhill 


Prices on large quantities on application. 


DALRYMPLE-PULSIFER CO. 


Manufacturers 88 Washington St., Haverhill, Mass., U.S. A. 





PREMIER 
SPATS! 


They are the last word in spats that 
are popular priced—sell rapidly and 
produce satisfied customers. 


We are ready now for your Fall 
orders. 


Premier Gaiter Co., inc. 
129 Grand Ave. Brooklyn, N. Y. 


Premier Gaiters are guaranteed the best 
fitting and best made at the price. 
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(; Sc rete t}) | Creations 
| AG, mh) be S* U% 7 MacMaster’s Soft Soles 
My $= and Moccasins for very 
J b: \\ jk} little folks are real crea- 
— tions—dainty, beautiful, 
thoroughly made and 


salable on sight. 


They’ll surely tone up your 
Children’s Department. 


MacMaster-made 
means best made 


J. J. MacMaster 
ROCHESTER, N. Y. 
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Incorporated and First-Step 


Manufacturers for : | INE Ke EAR, NE|| TURNS 


Jobbers Only 3 oc Sena 
Infants’ First-Step Shoes : ROCHESTER,N.Y. j} +m 
A.H.MARTINCO. | 


Rochester * ; 
e ¥. The label of Quality Rg ae 
| in the world of Soft ochester, N 
Sole and First Step 
Turn shoes. 


| F. &. Elam Shoe Ce., 





from all over the world 
use Rochester-made 


Infants’ Shoes 


They are always attrac- 
tive, dependable and 
salable. 








DON’T PUT OFF 
TILL TO-MORROW 


the orders you ought to 
place to-day 


‘ Higher prices are coming 
Infants’ shoes made in ]} 


Largest Children’s Shoe ale 
Factory in N. Y. State ORDER NOW. Rochester area gilt-edge |f 
ROCHESTER, N. Y. = = investment. : 
= = = —, 1 4 t 


HOME-OF-INFANTS-FINE-SHOES 
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Levinson Shoe Mfg. Co., Inc. 


Children’s Turns and Welts 
for Jobbers Exclusively 
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THIS HAS BEEN OUR LARGEST | : 

BUSINESS GETTER THIS SEASON |, 
We Still Can Give You Good 
Sizes and Widths From Stock 


Top Grade F.B & C White Wash- 

able Kid, Rochester Hand Lasted, 

Extra Light Bevelled Welt. Full 
Louis Covered Heel. A to 


Suen High aoe ‘Welt Footwear 
$6.00 


for Women 
L. B. SCHINDLER 
SHOE CO., INC. WELCH, MOSS & FEEHAN CO. 


99 Duane St., NEW YORK, N.Y. | HAVERHILL, MASS. 
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e LATE S -_ | : N.S.R.A. Convention, Boston, 1920. 
“fe. 183 h-Croft, : Business Profit 


BUTTON BOOT : is not all in the money you make on sales. There’s : 
: business profit in insuring against business losses. 
Your losses by fire will be properly protected if you 


Ryu es$-Lang Buitky . : 
“Haverhill, Mass ilding : have the special insurance policy issued by us. 
: There’s a profit every year of at least 25 per cent 


2; Boston a 09 on your insurance cost. Write for particulars! 








Ce Build; Room 
Bancroft Walker Company aes og Come sd 


Abher. 5 of Smaré BY, oes : The city of 141 diversified industries 
ps 99% of which are locally qwned 











= Coburn - 


Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving timein sales effort. 


WHITE POLISHES 


Nu-White Pee Chee 
Radium White Blanco 
Shu-White Shinola 
Nova Polar White 
Quick White Nuway 
— Chain Lightning White Bag 
Get estimates—send us a rough 2 in | 
sketch of your store interior, Glace Blanc 
showing shelves to be reached <i. -~ Re-Nu Sticks 
and let us tell you the cost. : : % SILK LACES — ALL COLORS 
Catalogue on request. Immediate Shipment COLONIAL BUCKLES 


Coburn Trolley Track Mfg. Co. LINCOLN 
HOLYOKE, MASS. 1508 edhe Re eee - ag ; 
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© She 
mm Goodyear Welt 


Nature Shaped Shoes for Children 
IN STOCK STYLES 


One of 
many In-Stock 
‘ “Asborn” shoes 


All styles and 
all leathers 


y -- 
} Misses’ Tan High Cut, Polish, 
“‘Wearproof” Linings 


CHIPMAN HARWOOD CO. 


FO4. alantic saieigh 
BOSTON,:-:-:- * MASS. 








DIRECTORY 


OF 


Wholesale Shoe Dealers, 
Wholesale Findings, 
Department 
Stores 


Part I— Shoe Wholesalers 


A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots. 
commission manufacturing agents, etc. 


Part II— Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III— Department Stores 
A list’ of Department Stores selling shoes, including 


the Large General Stores. 
Gives names and —— of firms and names of Shoe 


Buyers in nearly all 
Three parts bound in “flexible red leather to fit vest 


pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 


683 Atlantic Avenue, Boston, Mass. 

















_—-—_--—- 


BOOT AND SHOE RECORDER 


Your name 


added to the list of 
*‘live-wire” buyers 
will add dollars to 
your profits 

that’s certain. 
You’ll be glad to know 
BLEECKER offerings.. 


WRITE TODAY 





Tell your needs to 





“BLEECKER SHOE COZ 


THE LIVE W WIRE HOUSE: 


rene & . STAPLES 
WOMENS -MENS-BOYS-GIRLS 
148 150 Duane Street 


NEW YORK, NY. 
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A Vaeation in 


New England 


always proves beneficial. New England 
has been appropriately described as a 
Summer playground. Boston is the Hub 
from which all roads to mountain, sea- 
shore and country radiate. Across the 
Avenue from the great South Terminal 
stands the “Essex,” a hotel that will 
welcome you, and properly serve you 
with food from the sea, the products of 
nearby farms, and meats from the best 
markets. 


Hotel Batak 


ABSOLUTELY FIREPROOF 
$1.50 PER DAY AND UP 


BOSTON 
McCARTHY BROS. 


Proprietors 
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There's nothing like the com- 
fort of an old shoe. — It can be 
made as good as new in ap- 
pearance and wear when re- . 
made by Goodyear machinery. 


Just as no bench-made shoe has that fine appearance and even workmanship of the Good- 
year machinery-made shoes, so no repair job done by hand can compete with shoes re- 
paired by Goodyear Shoe Repairing Machinery. 

It is economy that goes with all the elements of good dressing to have shoes repaired by 
Goodyear Machinery. Thousands of these machines are in operation, giving a service 
to wearers of shoes that brings a most profitable business to the shoe dealer. 


Write for complete plans of how easy it is to obtain the Goodyear Shoe Repairing Outfit 
pictured here. 


United Shoe Repairing Machine Company 


18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
Chicago New York Brockton Milwaukee Rochester Lynn 


1423 Olive Street 276 Main Street 145 Essex Street 619 Mission Street 221 No. 13th Street 11 Florence Street 
St. Louis Johnson City, N.Y. Haverhill San Francisco Philadelphia Marlboro 


708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
Cincinnati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Orleans 


301 American Casualty Building, Reading, Pa. 
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The Cammeyer Organization Outing at College Point, L. I., July 6, 19 


Cammeyer Outing a Successful Event 
Adds New Impetus to Spirit of Co-operation and Good Fellowship 


An employer is human and an em- 
ploye can like his boss. These things 
were clearly demonstrated in the an- 
nual outing of the entire organization 
of the Cammeyer concern at College 
Point, L. I., Sunday, July 6. The family 
feeling and the spirit of co-operation 
received a remarkable impetus when the 
complete staffs of the two New York 
and one Newark store sat down to din- 
ner, played games and danced with each 
other. So successful was the affair 
that the members of the firm declare 
with vehemence that it will be con- 
tinued in the future. The entire ex- 
pense was born by the firm. 

Two most satisfying meals were 
served the crowd during the day. Their 
appetites sharpened by a motor ride 
from the city to the grounds, the mem- 
bers of the firm, executives, salesmen 
and on down to the tiniest stock girls, 
enjoyed a hearty breakfast upon their 
arrival at College Point. 


Baseball Game a Feature 

The feature of the day, according to 
those present, was the baseball game 
between teams representing the Fifth 
Avenue, New York store and the New- 
ark store, playing against the 34th 
Street New York store. Newark and 
Fifth Avenue carried off the honors by 
a score of 8 to 5, due mostly to the 
excellent pitching of Mr. Jacobs, mana- 
ger of the Fifth Avenue store. Reaching 
for boxes on high shelves is said to have 
developed Mr. Jacobs’ pitching wing 
‘to such an extent that he probably will 
receive offers from professional clubs, or 
professional pitchers will apply for jobs 
as shoe salesmen as a method of ' Winter 
training. Mr. Jacobs was given the title 
of “strike out king” of the Cammeyer 
organization. 


Athletic Events for the Women 


Special athletic events were held for 
the women who did not participate in 
the ball game. These included a potato 
race, an egg race and a 50-yard dash. 
Miss Elizabeth Magee and Miss Rose 
Subotach proved to be the champions 
among the women athletes. So even 
were these two competitors in the potato 
race, that it had to be run five times 
and then ended in a tie. The winner 
was decided by the toss of a coin, won 
by Miss Subotach. In the 50-yard 
dash Miss Magee won first place and 
Miss Subotach second. Miss Rebecca 
Steinberg won the egg race. Suitable 
prizes were awarded to all the 
winners. 


Dancing Popular—Also Dinner 


Dancing was one of the favored 
amusements and several prizes were 
awarded dancing couples in the lucky 
number dances. The winners of these 
were Miss A. Leu and R. Rulfs, Miss 
Gertrude Pasbach and T. Conaty and 
Rose Subotach and George Swanson. 

Atthe dinner, there was a choice 
given of a regular dinner or a shore 
dinner. Following the meal speeches 
were made by members of the firm and 
the store executives, encluding Percy 
Hart, Harold Hart and others. The 
vociferous demonstration that followed 
the speaking showed the loyalty of the 
employes to the organization and more 
than amply repaid the firm for their 
expense and trouble in arranging the 
affair. Credit should be given to W. R. 
Gray, manager of the Cammeyer organ- 
ization and to Robert Spiers of the 
34th Street store, for working out the 
details of the outing and superintending 
the entire affair. 


The happy faces in the accompanying 
picture speak more than words in telling 
of the enjoyment of those who partici- 
pated in the outing. 


The Human Touch 


“Affairs such as this knit our organiza- 
tion more closely together,” said Mr. 
Gray, ‘“‘and give the human touch which 
is so often lacking in business. People 
who work together can and do enjoy 
each others’ company, both in and out 
of business. It is easier to work with 
people whom you know and like. . These 
outings give all our people an oppor- 
tunity to meet and to know each other. 
The results show in better work.” 


Cammeyer Leads in Saturday 
Holidays 


Cammeyer’s this year took the lead 
in deciding to close on Saturdays during 
July and August. It is said to be the 
first time in the history of the shoe 
business that all day Saturday closings 
during the Summer months have been 
tried. Other New York stores are fol- 
lowing suit. Every store on the north 
side of 34th Street between Sixth Ave- 
nue and Fifth Avenue is now closing on 
Saturdays during July and August. 
Some of the stores on the south side of 
the street are debating whether it is 
worth while to keep open on Saturdays 
but they are expected to follow the lead 
of: the north side stores and close up, 
too. What little business comes to the 
stores on the Summer Saturdays, ac- 
cording to Mr. Gray, is from the tran- 
sients in the hotels in the neighborhood. 
‘No loss in business has been experienced 
as a result of the Saturday closing and 
the good will of the employes has been 
strengthened. 











Nedlin Soles have been a source of better business for 


Arnold -Brothers, of Easton, Pa. 


“We have been selling Nedlin-soled shoes for the past 
six years,” they write. “In our experience in the shoe 
business, we never had the pleasure of selling a shoe 
with a sole that has given the satisfaction that Nedlin 
has. The wearing qualities of the Nedlin Sole are 
wonderful, we have never had one complaint, and 


the demand is increasing each season.” 


Most manufacturers are 
putting NeGdlin Soles where 
they belong—on shoes that 
receive the hardest wear— 
on service shoes of all 
kinds—on men’s business 
shoes, women’s walking 
shoes, boys’ shoes, and 
shoes for growing girls 
and the smaller children. 


Most salesmen, too, are 
acquainting customers with 
Nedlin Sole advantages— 
the extra wear that these 
soles give, the foot com- 
fort that all wearers of 
Nedlin-soled shoes enjoy. 
As a result, they are mak- 
ing more sales and increas- 
ing customer satisfaction. 


Neolin Soles 


Trade Mark Reg. U. S. Pat. Off. 


Nedlin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Goodyear Rubber Heels—heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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VAL DUTTENHOFER, Jr., President 


New Corporation of Master Shoemakers 


The Duttenhofer-Stevens Company, Cincinnati, Organized 


Val Duttenhofer, Jr., prominent Cin- 
cinnati shoe manufacturer, has formed 
a new corporation under the name of 
the Duttenhofer-Stevens Company, to 
make high-grade women’s welt and turn 
footwear. 

They have secured a six-story mod- 
ern factory building with about 40,000 
square feet of floor space. The interior 
has undergone extensive improvements, 
and it is now being fitted out with all 


the latest improved shoe machinery.’ 


The new factory will commence cut- 
ting shoes within the next week or ten 
days. It will have a daily capacity of 
about 2,000 pairs, and will give em- 
ployment to approximately 400 expert 
shoe workers. 

Stockholders and officers of the new 
firm are: Val Duttenhofer, Jr., presi- 
dent; Cliff. G. Duttenhofer, vice-presi- 
dent; Edward C. Stevens, secretary; 
N. W. Asson, superintendent. They 
have selected a factory organization 
which will be capable of producing shoes 
of the highest character. Their new 
co-operative system that their employes 
will work under, assures them steady 
employment throughout the year, will 
enable the new firm to secure the best 
class of shoemakers in the Ohio Valley. 

Val Duttenhofer, Jr., has a reputa- 
tion as one of the most successful manu- 
facturers of women’s shoes in the United 
States. Starting in business over thirty 
years ago on a very small capital, he has 
amassed a fortune estimated close to 
two million dollars. He is one of the 


CLIFF G. DUTTENHOFER 


Queen City’s leading business men, a 
born optimist, ambitious and progres- 
sive. He is vice-president of the Cham- 


N. W. ASSON, Superintendent 


ber of Commerce, a stockholder and 
director in a number of banks and lead- 
ing industries, and a large holder in 
real estate. 

One of the leading spirits of the new 
company will be Cliff. G. Duttenhofer, 
son of Val Duttenhofer, Jr., who will 
eventually take over the entire interest 
of his father in this company. He has 
a keen insight into the future possibili- 
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EDWARD C. STEVENS, Secretary 


ties of the shoe industry, and has se- 
cured options on several very desirable 
sites with the ultimate intention of 
erecting one of the largest and most ' 
modern plants in the middle West. He 
is one of Cincinnati’s rising young busi- 
ness men, and there is no doubt but that 
he will become as prominent as his 
father as a shoe manufacturer. The 
word “‘Duttenhofer’ in the firm-name 
is that of Cliff. G. Duttenhofer. 

Edward C. Stevens, who is well- 
known among the shoe and leather 
trade, is a sincere believer in broad busi- 
ness methods; his past experience in the 
various branches of the industry enables 
him to handle any detail connected with | 
the manufacturing of women’s shoes. 
He was formerly associated with Mr. 
Duttenhofer in the Val Duttenhofer 
Sons’ Company as secretary, having 
tendered his resignation to this firm to 
become a partner in the new company. 

N. W. Asson, one of the members of 
the new combination, was formerly 
connected with the International Shoe 
Company of St. Louis for a number of 
years. He has had wide experience in 
some of the largest factories in the lead-_ 
ing shoe manufacturing centers in this 
country, and is considered one of the 
best quality experts on the making of 
women’s fine shoes. _ 

They have designed a very handsome 
and appropriate ‘trade-mark now on 
file at the patent office in Washington 
to be registered, which is destined to 
become famous. 
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Upward Trend Continues 


Leather and Hide Values Continue to Soar---Less Sentiment Likely in Looking 


The leather situation is not materi- 
ally altered from the past few weeks 
other than that it is firmer and showing 
advances all along the line. The hide 
and skin market is higher and hides 
advanced 5c a pound in Chicago last 
week, whereas the advances of previous 
years have come in fractions of a cent 
by the week. 

There has been something almost akin 
to sentiment in the matter of looking 
after old customers, by tanners and shoe 
manufacturers, but this attitude is not 
unlikely to show a change in the 
future. 

Outside interests are entering into 
the shoe and leather business in a specu- 
lative way with the idea of buying 
up most anything at present values 
with the expectation of higher prices 
ruling within a short time. 


New Business at New Prices 


Replacement values must be reckoned 
with as a matter of business. Most 
of the tanners of high-grade calf and 
kid have attempted to look after their 
customers, so to speak, and have de- 
clined orders for new business at even 
higher prices; but when the contract 
for hides and skins is at greatly ad- 
vanced values, it ‘is reasonable to believe 
from now on leather values will be gov- 
erned more accordingly to what it 
would cost to replace the leather on the 
new hide and skin price level. Promi- 
nent tanners of glazed kid have recently 
told the writer that while they were 
delivering top grades of black to their 
trade for $1.20 per foot, they 
couldn’t take on any new business at 
that price. Prices ranged from this 
down to $1.10 and around $1.00 for the 
poorer grades. Colored kid ranges from 
$1.35 per foot up according to quality. 

There has never been a time when 


After Customers’ Needs 


there was less of a standard basis of 
quotations for any and all grades of 
leather. It has simply resolved itself 
into a position of getting what you can 
when you can and price has been less of 
a factor than ever before. There has 
never been such a market condition in 
the history of the trade and business 
must be adjusted in conformance with 
the prevailing conditions. The ques- 
tion now is not whether shoes will be 
higher this Fall, for it is well known that 
they will be considerably higher where 
quality is maintained. It is more of a 
question of getting sufficient stock in 
ample time to supply customers’ needs 
and wholesalers and retailers will gain 
no advantage but rather a loss in delay- 
ing their purchases while trying to 
gauge the market. 


Leather Sent Abroad 
In the meantime the large quantities 
of leather which have been stored for 
export and the extensive purchasing 
which is going on will remove big lots 
of leather from the American market 
and accentuate the already strained 


- conditions in the local markets. There 


are many buyers in this country of both 
leather and shoes from all sections of 
the world and not only that but there 
are many salesmen from this side travel- 
ing in, or leaving for foreign countries 
with samples. There have been some 
hints at an export duty but no tangible 
legislation has been proposed as yet. 


Patent Leather Over $1 Per Foot 


Without reviewing each grade of 
leather of sole and upper, it is sufficient 


Sole Leather 


Hemlock Sole, heavy, No. 1 
Hemlock Sole, seconds, mid 
Oak Sole, No. 1 bends 

Oak Sole, No. 1 backs, all weights 
Union steers, flat 

Union, cows, flat 

Offal, hemlock heads 

Offal, hemlock bellies 

Offal, hemlock shoulders 
Union offal, heads 

Oak offal, heads 


Chrome, S. A. dry hide, 714 to 10 iron sides 
Chrome, Green hide, 6 to 8 iron sides... .... 


Hides and Skins 


Heavy native steers 
Heavy native cows 


No. 1 buffs...... CR ae Ee eS 


Chicago City calfskins 
B. A. Dry hides, South American 


.. 9%@10% 


1918 1919 
Cents per pound 

56@57 —@ 
54@55 53@ 
85@92 1.10@1. 
80@85 

84@85 

80@83 

17@18 

23@25 

38@40 

24@25 

27@28 

Cents per foot 
43@50 
—@50 


1918 1919 
. Cents per pound 
13 @14 — @33 
13 @13% — @30 
18 @I19 
35 @44 
3144@32 


1910 


44@46 
42@44 
36@38 
77 @80 
46@— 
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to say that the market in all lines is very 
active. As the top grades of the best 
upper leathers are neared, scarcity and 
extreme prices become more sharply in 
evidence. The demand for side leathers 
continues to increase and the better 
grades are sold far ahead the same as in 
calfskin and goatskin leathers. Patent 
leather is selling at $1.00 a foot and over 
for top grades and colored sides are 
bringing 80 to 95 cents asked. Elk 
brings 60c to 70c and colored kips 95c 
for the best. 

There is not much change in the sole 
leather situation. Oak bends bring 
$1.15 and $1.13 down to $1.10 and $1.05 
for the ordinary brands. Oak backs 
bring around 95c down to 88c according 
to tannage. The demand for all kinds of 
offal has slackened some but at that the 
prices are firm and high and the market 
is pretty well cleaned up. 

There are large numbers of buyers in 
all of the Eastern markets visiting the 
style shows and on their regular buying 
trips. 

A report states that the Endicott- 
Johnson Company, one of the largest 
producers of shoes in the world, have 
closed a contract for the purchase of 
more than 800 acres of land in Bing- 
hamton, N. Y., on which they will erect 
a very large tannery and manufacture 
upper leather for use in their shoe fac- 
tories. 








Wanted at Once 
for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Lar Short 
@ a aon” 


GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office 
23 Lispenard St., New York City 





Merchandise of All Kinds Purchased 
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San Francisco. 


CLOSING OF THE SUMMER 
SEASON 


High Prices Are Paid Cheerfully 


The closing of the Summer season in 
San Francisco is marked by clearance 
sales in the retail establishments and 
merchants report an excellent clean-up 
on this season’s lines. 

Pumps and oxfords of fancy leathers 
and fabrics head the list of favorites in 
the better grade shoes. Black, brown 
and gray suede are big sellers at the 
present time and all indications point 
towards this sort of shoe as a style 
leader for early Fall. 

High prices today and the prospects 
of still higher ones for the coming 
season instil no alarm in the breasts of 
local shoe merchants. Customers pay 
for quality with good grace—in fact, 
there seems a far larger demand for 
“the best” than in the days when $10 
was the top price for a boot. 


OPENING OF HANAN STORE 
An Artistic Interior Arrangement 


On June 28 the San Francisco store of 
Hanan & Son of Brooklyn, N. Y., was 
formally opened. This _ exclusively 
fitted shop is located at 157-159 Geary 
Street under the management of J. J. 
Thompson, assisted by Grant Smith, in 
charge of the men’s department and 
Gus Weideman, who will manage the 
women’s. The interior of the store is 
unusually artistic, done in harmonizing 
shades of delft blue and bronze. Walnut 
woodwork and hardwood floors serve 
to carry out the warm tones of bronze, 
with dull blue upholstering on the chairs 
and fitting stools. The women’s depart- 
ment is separated from the men’s by .a 
partition finished at the top witb long, 
narrow glass showcases finished in 
walnut with bronze trimmings. On the 
mezzanine floor is the children’s depart- 
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ment while the offices and _ service 
department are at the back of the 
store on the main floor. The prices for 
women’s shoes range from $9 to $20 and 
shoes for men will be sold from $12 to 
$20. Showcases are arranged to particu- 
larly good advantage, displaying the 
choicer examples of footwear. 


WALK-OVER ANNEX 
COMPLETED 


All Business Conducted Under One 
Roof 

The new annex of the Walk-Over 
Shoe store in the Flood building at the 
corner of Powell and Market Streets is 
now completed and presents an exceed- 
ingly attractive appearance. The new 
section of the store may be reached from 
either the Powell or Market Street 
entrance. It is finished in gray with 
particularly good paneling decorated 
with motifs in polychrome, these same 
motifs being carried out on opaque glass 
windows which form practically an 
entire wall, thereby giving much addi- 
tional light to the interior. A thick pile 
gray and black striped carpet covers 
the floor, harmonizing with the rest of 
the store, and comfortable chairs take 
the place of the conventional seating 
arrangements. Showcases are well 
placed, an interesting feature of the room 
being a cylindrical glass case built 
around a central pillar in which is dis- 
played varied styles of choice footgear. 

It is the iftention of the management 
to close the lower Market Street store 
about the first of August, and conduct 
the business under the one roof. 
!.. Jack Reedy, manager and buyer for 
the shoe department of the Emporium, 
has returned from an eastern purchasing 
expedition. The main item of interest 
to shoe merchants that Mr. Reedy 
brings back with him is the fact that 
prices are still on the incline. 


Better than real 
porpoise laces 


Looks like leather, but stronger and wear 
Uniformly woven throughout—no 
‘weak spots. 


We'll send 


The Narrow Fabric Co. - 


Pa. 
Makers of the famous Nufashond Fabric Tip Shoe Laces 


Ask your jobber 
upon 





‘Reading 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
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“Recordér” rates for space less than one-eighth OSITIONS wT oot a cents per word for each inser et 
; . Mi amount accepted, sixty cents. For other “Want” ad- 

page per issue: eee five cents per for each insertion. Minim 
i 7 times 13 times 26 times 52 times amount accepted | One Dollar. ais under this heading will be —— a | 
$3 00 $2 75 $2 50 $2 00 up to five o'clock Se my P.M. When advertisers desire answers to 
6.00 5.95 4.75 4.00 om henna es i ee ee eS 
° ° e le t for address. advertisers desire ies forwarded direct 
> eddsenn, each weed of the address must be counted in the 


9.00 7.75 7.00 6.00 isement and paid for accordingly. Answers to ads must be sent 
15.00 12.00 10.00 9.00 8.00 letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED SALESMEN WANTED POSITION WANTED 


HE HURD & FITZGERALD SHOE COM- TRAVELING shoe salesman with many years 
large general line shoe store, who thoroughly PANY, Utica, N. Y., distributors of McElwain, successful selling in Pacific Coast terri is 
understands selling shoes and can furnish high- Endicott-Johnson, Dunn & McCarthy and other —_ a thoroughly good medium price shoe 
class shoe reference on application. Good, perma- lines, requires the services of a ca‘ le, high grade fo by. a reputable manufacturer. ommission 
nent position for the right kind of | for a part of Western New York, with ighest recommendations. Address B406, 
Address B407, care Boot and Shoe Recorder, 207 Rochester for headquarters. First consideration yong “Boot and Shoe Recorder, 207 South St., 
South St., Boston, Mass. pew hy ove toa oe with an Oe Boston, Mass. 
ene Ueki NE Eee ade in this territor mmissi is. mn! 
ANTED—Salesmen to carry short line men’s, references and state “aiauaas of pave 1918 ship- EXPORT MANAGER—Competent organizer, 
boys’, = little gents canves and aoe ments in first letter. rs trade San Se European = th 
scout welt shoes as a side-line in arylan ir- ——y merican markets, desires to connect with men’s, 
ginia, W. Virginia, North and South Carolina, ALESMEN WANTED Good experienced shoe women’s shoe manufacturers. Commission and 
Georgia, Florida, Kentucky, Tennessee, Alabama. salesmen. for ye moe Lg Fe mel coos account. Crispin, 868 Macey Place, 
Missouri, Arkansas, Oklahoma, Kansas, Nebraska Ohio, New York, Eastern Pennsylvania, Western Sow York City. 
Recorder, 207 South St., Boston, Mass. Wat "Vieina, South Fe Vir = - HOE SALaNeRAN desires to connect. with 
W ANTED—Salesman to sell e wal known line Washington, Idaho, Oklahoma, and Louisiana. Twelve years’ ** retail pve on ggg Ld —<. 
of rubber footwear in Vermont and eastern Only live shoe salesmen j.. IO an — i Eeet ‘and Sh hoe Recorder, 207 South St., Boston, 
May Te naed oat Fe a and Shoe Recorder, 207 South St., Boston, Mass. 
or exclusive. Address B405, care Boot and Shoe HOE SALESMAN—Ten_ years’ experience, 
Recorder, 207 South St., Boston, Mass. fa _ of oa priced shoes for Detroit 
a bi pe oy “Tine ye S | W t d Wi ‘feral references. * Post Ollice Bos aa, 
mens welt an cKay novelty shoes in t m 
and ae = ay ee f= sist. a es en an e Detech, Michigen. 
mission an awing account is. ress B4 OSITION WANTED—S; 
care Boot and Shoe Recorder, 207 South St., A high grade Western Work Shoe Manu- PS wish to connect with Sete wholesale — 
| ee facturer has ies for experi d shoe pil who wishes to open a branch house in Cin- 
a ee a _who — _made salesmen in the following states: Arkan- a Ohio on Tada Willing es al aical 
“ sell’ Edmonds’ a cot Fitter™™ oe site Une oe sas, Indiana, Iowa, Kansas, Minnesota, in same. Can furnish best of reference. fr mg 
commission basis. Liberal commissions payable Missouri, Nebraska, North and South Da- B398, care Boot and Shoe Recorder, 207 South St., 
= shipment. Many choice territories oF kota, North and South Carolina, Oklaho- Boston, Mass. 
Milwaukee — Co., Burleigh and Weil is. ma, Pennsylvania, Tennessee, Virginia and FFICIENT retail executive manager and 
, West Virginia. Only live wire shoe sales- buyer is + for connection with live concern. 
ANTED—Local salesmen in tollowin ‘states: Either chain or Sgetment store doing volume. 
Colorado, Montana, Oregon ont ington men with an established trade will be 4 position that test my _abilit: desired. 
Men’s, boys’, and youths’ heavy » denn en’s considered. Replies held strictly confi- dress B402, care Boot and Shoe Secswite, 207 
Cowbey Boots, Limited susber of semetes os dential. Address B385, care Boot and South St., Boston, Mass 
Z. C. M.'L., Salt Lake City, Utah. 3 Shoe Recorder, 189 West Madison St., POSITION wanted with women’s shoe factory, 
=PA Chicago, Ill. who has a position for a man to build their 
WANT grey = experienced road salesmen for samples, take care of salesman wants, figure cost 
lowing territories to carry our draf: erns 
line of ices and shoes on commission. When pay Fe B390, sare a Boot ro Shas Re. 
—s rt, K youd, experience on the corder; 207 South St., Boston, Mass. 
road wi 0es. ount ol per annum. 
Name of last employer, age and saleeeuaee, South POSITION WANTED 
ae m, Saeenae San o—— —— 
inois, Indiana, Iowa, Kansas, Kentucky, Ne- FIRST-CLASS ju: se ith 
braska, Tennessee, Virginia, West Virginia. A. W. A suidles experien eee men wi 
years’ experience of selling fine shoes 
Tedcastle & Co., Boston, Mass. in the best stores of the South when” to connect HELP WANTED 
WANTED arenes! r+ py ms are Rise 3 a rT“ ~ ee a ~ _ of 
Wes ern ani es' states for line adies’ McKays or a fine line of men’s welt shoes; ’ 
of men’s and boys’ dress shoes, also line of scout Southern territory perferred. Reference excha gp yg a5 
and work shoes on commission basis. Do not on request. Answer B397, care Boot and Shoe Address B399, care ey and Shoe Recorder, 207 
apply unless you furnish references. Address Recorder, 207 South St., Boston, Mass. = 
8389, care Boot and Shoe Recorder, 207 South St. South St., Boston, Mass. 
n, Mass. 
ANTED-Seleamen with establishéd fine re- Ee eiotant book i i eS shoe 
tail trade Fs carry as a side. Ime a short house. B. & L. Shoe Co., 63 Reade St., New York, 
alty line of English-made spats. ‘ahd also HELP WANTED nT : 
-made leather shoe laces, of the finest kas 
om ity. Apply The Owl Specialty Co., Paterson, 


THE HURD & FITZGERALD SHOE COM- 

wy, Mobius, Shin ae Soban WANTED—SALESMANAGER 
orking oes, Vunn arthy es oods 

requires the services of a high class salesman, 

Saka cue, alth an cane tendo tn. ant of proved ability by Eastern manufacturer of men’s medium 

around Pittsburgh, Pa. Commission basis. Send high d h 

references and state amount of your 1918 ship- to high grade shoes. 

Le Must be able to direct merchandising campaign and handle 
en . ent opportunity o- 

GALESMEN—Our Remeaing eopacie, oS per salesmen. The position is one of large responsibility with a 

ee ee Ss gate, ee ‘boys salary in proportion. 





ETAIL SALESMAN WANTED—By very T 


































































































we shoes. Made in Milwaukee. 
No lines. Commission basis only. Luedke Apply, giving full particulars as to. experience, age and salary 


ler Shoe Co., Milwaukee, Wis. 
WE Bar: ligh-g ten wie Ty ¥ ot expected. All applications held in confidence. Address B384, 
care Boot. and Shoe Recorder, 207 South St., Boston, Mass. 


= Carried in stock. On 
ission basis. Wri rite Franklin-Fox She Co., 
Milwaukee, Wis. 
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LINE WANTED 


GALESMAN with established trade on St. Louis 
general line, in Washington, wishes to make a 
change. General line preferred, commission basis, 
best of references. Address B400, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


PARTY with selling facilities in Belgium would 
like to secure a good line of men’s, women’s and 
children’s medium priced shoes. Address B404, 

d Shoe Recorder, 207 South St., 


WANTED TO PURCHASE MISCELLANEOUS 


Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 











Milbradt Rolling 











AGENCY WANTED 








J. B. CANNAN 


Manufacturer’s Agent 


Desires agency of American 
shoe manufacturers making 
high class gent’s, ladies’ and 
children’s, suitable for the Eng- 
lish and Colonial markets. Write, 
stating full particulars, to 20 St., 


hands. 
Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 








WANTED FOR EXPORT 
Slow Sellers 
YOUR b soe ma Numbers 
Entire Stocks 
FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 











Mary’s Mansions, Paddington, 
London, W. 2., England. 

















We bu ick and pay highest cash price 
for retail and wholes > > of shoes or 


any other merchan 
Qos 30 years our specialty. 


Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
*"Phone 2328 Williamsburg 


CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other m . Leases taken 
over. We will send a representative to 
investigate and make offer upon request. 


Max Kalter Mercantile Co. 
591 Broadway, New York City 
Phone Spring 4573 








FOR RENT 


OPPORTUNITY 


FOR RENT—Third floor, 40x80, over one 
of South Bend’s leading clothing stores. 
Will rent for reliable line of men’s and 
boys’ shoes. Excellent opportunity for 
right man. Elevator service, light and 
heat furnished. Address LIVINGSTON 
STORE, South Bend, Ind. 





























WANTED TO PURCHASE 























MISCELLANEOUS 





DT KY Ohya 0) 


UNSALABLE SHOES 


and ODDS AND ENDS 





WE PAY MORE 


for your shoe stock because we can retail them |! 
in our different stores at better prices. Also 
interested in assignee and administrator stocks 
where leases can be terminated. 


SMITH SHOERIES 
Main Office Johnstown, Pa. 


our lines WE ADVISI . 
sand SHIP THEM TOUS. then 
the best market ‘ 


Manufacturers’, Jobbers’ : and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 











Bicycle 


what you have for sale. STEP 


Gans Stevens Mercantile Co. 
307 WEST MONROE STREET CHICAGO 


Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 
Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. in many 

Telephone 2248-2249 Spring styles and 


Lo to fit] ‘all The 


DO YOU CONTEMPLATE: shelving, | Boot and Shoe Recorder 


shelving. 
-_ ~ Send f tal 
Retiring or going out of business? full de- 
I will Ay! value for your entire or surplus 
stock hoes. 


giving full de- 
Leases ha a short term to tak: 
over. Eotablishied 25 pears. _ - 


scription and 
prices. 

I. OLENICK 
413 Broadway, New York Tel. 9531 Canal 


LADDERS 


are’ made 








EDITORIALLY, 














is the most alert, aggressive and 
progressive journal in the world 
published for the shoe merchant. 


THE. BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago - - Ill. 


























the right wearer, 
shoe merchants. 
which d the progr of 








THE RECORDER CREED: Getting More Shoes Sold 
cst be Serene 
entire allied i 
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st, the. Fight. profit. "This a sold for the right 


ME to hep, vlve it fort it; aoa 


prance ak 
Newspaper Ass’n. Member of Audit Bureau of Circulations 
Entered ai the Post Office, Boston, Mass., as second eiass matter 





Annual Sittentation in United States, $3.50; per copy, 5 25 cents. 
Member of the Associated Business Papers, Inc. Member of the Root 

Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


t problem of —* 
isthe basic 
[a 


Foreign, $7.50 














INDEX TO “WHERE TO BUY’? 








BOOTS AND SHOES 


= Foster, Bridgeo Co., Inc., Lynn, Mass. 
Rubber Co., Boston and Hudson, Mass. 
Ae Willinesson Sih Shoe Co., Auburn, M 
Baker Shoe Co., Haverhill, M 
Bancrof t-Walker Co., Haverhill, Mass 
» Co., Brockton, Mass. 
Berlow, ies, New York City 
Bleecker Shoe Co., nang York City 
Bluestein Bros., Bosto: 
Blum Shoe Mfg. Co., 
Brown Shoe Co., St. is, Mo 
Cambri Rubber Co., Coa 
Comer, . W., & Co., Nashville, enn., and 
ica, 


Central 
Chipman & Harwood eon 
- —7 & Alden Co. (Campello), Brockton, 
4th ee 


Cohen, Samuel, Boston 

Concord Shoe Co. .. New York City. . 
_ — Co., New York City 
Dodge, N | Shoe Co., New 

Duane Shoe Co. .. New York City 
Eigner Shoe Co 

Evans’ -, Co., 

zromens. Ht y 4 

Elam, F. . Shoe Co., po ee 

Fiske Shoe ‘& Leather Co., Boston 
Flex-Last Shoe es New York City 
Fox, F. J., Rochester, N. Y 

Fox, Inc.,' Chas. Ki inv verhill, Mass 
Friedman-Shelby Shoe Co., St. Locks, = 


Goodger, W. = Rochester, N. Y 
Griffin, Wm. H. ’ Shoe Co., Manchester, N. H. 
Harney Shoe Co., P. Bes Lynn 
Hygrade Shoe Works, New ¥ York “City 
unston & Murphy, ‘New York City 
hoe Co., Brockton, Mass. 
& Sey, 
Knipe Bros., Ward H 
Knox Shoe Co., Stiltecd. ‘Mass ’ 
Laing, Harrar *& Chamberlin, Philadelphia, 


Pa 
a Shoe Mfg. Co., Inc., Rochester, 


yong ‘i sm Inc., Guiom. Mass. . 
acMaster, J. J., ochester, N. Y¥ 

larston & Tapley Co., Danvers, panty 
artin Co., A. H., Rochester, N. Y. 
itchell-Caunt Co., Lynn, Mass 

Nettleton, A. E., Co., yracuse, N. Y 
Newcomb-Anderson Shoe Co., Rochester, 





N. 
Nu Baby Shoe Co., E. Lynn, Mass 
Olenick, I., New York 
Plant, ‘Thomas G., 5 
Regal Shoe Co., 
Rhein Shoe Co., St. “Douis, Mo 
Rialto Shoe Co., Lynn, 
Rice & Hutchins, Inc., Leng 
Sargent Co., > D., m, Mass 
Schindler, L. , Shoe Co., Inc., The, New 
York City 
Smith-Briscoe Shoe Co., Inc., Lynchburg, Va. 
Smith, William Suthner, Chicago, Ill 
Stacy-Adams Co., Brockton, Mass 
Stanwear Shoe Co., Chicago, Ill 
Stetson Shoe Co., So. Weymouth, Mass 
Thompson Bros., aoe Brockton, Mass 
Timson Bros., Bosto 
Tober-Saifer Shoe Co., St. Louis, M 
United States Rubber Co. , New York City. . 
Vinsonhaler Shoe Co., St. Louis, 
Weimer, Buk & Watkin Co., Philadel = 
Welch, Moss & Feehan Co., Haverhill 
Westcott-Whitmore Co. ™ Syracuse, 
Weyenberg Shoe Mfg..Co., Milwaukee, Wis. 
Whitman & Keith, Brockion, M 
——. Arthur A., Shoe eas Holliston, 


LEATHER AND OTHER MATERIALS 


Baker & Kimball, Inc., Boston 
Barnet, J.S., & 

Beggs & Cobb Co., Inc., Bos: 
Blumenthal, F., Co., Wilmington, Del 


Bristol Patent Leather Co., —~ ¥ 
Castle Kid Compan: Camden, N 
Creese & Cook Co, Boston 


Galles & Sons Co., A. F., Milwaukee, Wis. . 
Henwood & Nowak, Inc., Boston 

Hub Gore, Boston and New York 
Hunt-Rankin Leather Co ‘ 


Standard Kid Mfg. Co., Boston 
Tanners Cut ig 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City 
Bieyel St Gaiter, Co., rom lyn, N Pf 

icycle ler Co. icago 
Cobur: Trell 


alse 

D am er Co., Hi 

Dudley, T. D., Co., Haverhill, Mass 

Emery & Beers, Inc., New York ye! 

Federal Overgaiter Co., New York « ¥ « & 
Goodyear Tire & Rubber Co., Akron, O.... 102 
Greilich & Sons, Wm., New York City 72 
Lincoln Co., The, St. Louis, Mo 

Milbradt Mfg. Co., St. Louis, Mo 

Myers, F. E., & Bros., ,O 

Narrow Fabric Co., The, Reading, Pa 

ony A Cash Register Co., a oO 

Oscar Onken Co » Cincinnati, 6 

Premier — iter Co, Brookk 7 

Quabaug Ri oO. 

Ramsay, H. oe & Co. 

Tweedie Boot To 

Underhill, G. F. 

United Ady Rubber Co., New York City 


Front Cover 
Whitcher, Frank W 60 
ise, G. & A., New Yo "York City 
Win-Deco Display Serv: ice, Boston 


MACHINERY, LASTS, so SUPPLIES, 
RESSINGS, ETC 


ae Shoe Ri 
Beckwith Box 


Mass 
Griffin Mfg. Co., New York City 
Pick Joseph & Sons, Ltd., Sheffield, 


Eng 8 
United Shoe Repair Machine aes Boston. 86-100 
Whittemore Bros. Corp., Bosto: 66 


MISCELLANEOUS 


American Shoemaking Pub. Ga Boston. . 
Atlantic Printing Co., Bosto: 

Boot & Shoe Recorder Pub. ‘Go, , Boston. 
Boylston National Bank, Bosto: 

ae emo Syndicate, Brooklyn, 


Published Weekly in the interest of the shoe 
merchant, wholesaler and manufacturer by the 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 

G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’) 
er: W. R. HI ey Vice-President 





WALTER SCOTT Vice-President 
ARTHUR D. ANDERSO SNDERSON. Secretary 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont Street 
ARTHUR D. ANDERSON, Editor 
WALTER C. TAYLOR 
GEORGE E. B. PUTNAM 
E. C. LOGAN 
HELEN M. HANEY 
Associate Editors 





PUBLISHERS’ NOTICE 
ee yy ‘Recorder 88: ay of » 
$3 
ain postage in the ited 





ites on 
Wants, for Sales, etc., see Want 





OFFICES IN 
pRocercs OFFICE: 224 Moraine St., Geo. W. 


‘ om 4 
CHICA’ 0) oa ree 7 ot Maden St. Tele- 
LOUIS OFFICE: 1627 Locust St. B. C. 
NEW YORK OFFICE: Room 102, Graham Bldg., 
127 ee Walter Scott, Manager. 
ELPHIA OFFICE: 929 Chestnut St. H. 


FFICE: Chamber of Commerce 
erhill National Bank Bldg. Geo. 


WwW. R. % 
CINCINNATI C OFFICE: om ee National Bank 
Bowen, anager. Telephone 


ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Western — York Rep- 

LYNN OFFICE: Fred A. Gannon. 

SL WADERS yy “B.C. Bowen, M 

Paris Office: 2 Rue des Italiens. L. Hubbard 


Loon tSfiice John C. Curtiss, Mi Man- 
¢ anager. 
sion House ice: 450 Li London, E. C. 
2 . Collins St., Melbourne. ‘ 
G. Jervis Manton, M 
ye Office: William alzman, Manager. 


_— am, Vienna, Austria. 
ARGEN Gerente, C. M. Elizondo, Calle 


t ite, Leon Combacau, Ruaid6 
Alfandega = Rio de Janeiro. 
CHILE: A - Cucurull, Casilla No. 3028, 


renticee 
CUBA: Gerente, S. Vidal y Vidal, I O Box 
ESPANA: Leonciode Miguel “>> . 
Editor, 20 Fuencarral, Madrid. — 
MEXICO: pire Elizondo 

oha J. F. 





Tolman Print, Brockton, Mass 
Usrentty Electrotype navies Cami 
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~ [tis not too early 


to forecaste demand 
—and prepare for it. 





Stock Style R 1606 Stock Style R 1610 


TAN KANGAROO BLUCHER 
Unlined, Standard fastened Goodyear re eee eee 
stitched outersole, Munson _—— Pv d bl 1 ° 
Last, Soft Cap. , eavy ouble sole, 
Mosse pa Sizes 6 to 11, 7 wide 
Sizes 6 to 12, 6 wide. Stock Style R 1616 
Price $3.15 CHOCOLATE DAIRY CALF BLUCHER 
Two full soles, Munson Last. 
Sizes 6 to 12, 7 wide. 


Price $3.00 





Price $2.85 


Stock Style R 1615 
Same in Black Waterproof. 


Price $3.00 


Preparation right now is doubly prepared later on, in these ‘shoes 
for workers.”’ There may be a ‘waiting list’ on these before the 
season is far advanced, but right now we have them for AT 


ONCE shipment. 


PARKER, HOLMES & COMPANY 


‘‘The House That Helps’’ 
BOSTON, MASS. 
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"THE oF. B. & C.” 


Manufacturing Chain 























F. Blumenthal Company 


Wilmington, Delaware 




















The Largest Manufacturers in Pe of Glazed Kid 
The Largest Consumers in the WORLD: « High Class Raw Material 


Output: ONE MILLION TWO HUNDRED FIFTY 
THOUSAND SKINS MONTHLY. 





QUALITAS PATENT LEATHER CORPORATION 


Wilmington, Delaware 


All classes of Patent !Leathers 





Febeco Leather Corporation 


Wilmington, Delaware 


All varieties of Side Leathers 





























Calg KS Coat 
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Keeping Faith 


RICES are high. Buyers are plentiful. Skins are scarce. 
But Standard Kid is still subject to rigid standardization. 


The specified grade is always the same. Upon this principle we 
have built our business. Upon this principle we shall maintain 
and expand our business. 


That is a very good reason why shoes made of Standard Kid are 
worthy of your consideration. 


We can accept orders of limited quantities for delivery after Sep- 
tember of all colors except Black. . ; 


COLOR 18—FIELD MOUSE 
COLOR A—HAVANA BROWN 


are in popular demand for Fall. Standard Kid is guaranteed to be 
colored through with pure dyes. It is not coated with a pigment 
or paint finish. 


STANDARD KID MFG. CO. 


Manufacturers of Black and Colored Glazed Kids and Patent Kid 
207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES F. W. Bailey & Co. 
St. Louis, Mo. 


Chas. A. Brady . re Geo. A. McG 
’ co. A. cGaw 
Rochester, N. Y. a) Chicago, Ill. 


I, Louis Popper ’ " f Pierre Blouin 
Cincinnati, Ohio s , Quebec, Canada 
) STANDARD | 


‘KID 


We ARAKT ELD SELECTIONS 
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PRESENTING 
SPRING LINE 


The R. P. Smith & Sons Co. salesmen are now 
in their respective territories—showing our new 


JJ i [ 


Jo! Jia: 


line of samples of— 


It: 




















MEN’S, WOMEN’S AND 
CHILDREN’S SHOES 


of 


IL: 


These include not only styles for Spring, 1920— 
but also some exceptionally fine values of In- 
Stock merchandise for Fall—ready for immediate 


I: 


delivery. 


In these days of rapidly rising prices it will pay all 
shoe merchants to carefully examine the present 
R. P. Smith & Sons Co. complete line. 


R-D-SMITH & SONS CO: 


CmreaGco 
JMade Good 1I85Q <= ATITEVER SINCE 
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The Selling Value of the Union Stamp 


Why not enjoy the selling value of the Boot and Shoe Workers’ Union Stamp? 


Between two and three million members of the American Federation of Labor 


directly endorse this stamp and insist on seeing it on their footwear. 


The Boot and Shoe Workers’ Union stamp is a business asset to the manufacturer 
who places it on his shoes, and the retailer who handles these shoes. 


Mr. Retailer, the Union Stamp costs you nothing and it is a powerful selling 
factor for your shoes which are received from factories where production is 


uninterrupted by labor strike or factory difficulty. 


Why not insist on Union Stamp shoes for the coming Season? 


Boot and Shoe Workers’ Union 


Affiliated With the American Federation of Labor 
246 SUMMER STREET - - BOSTON, MASS. 
COLLIS LOVELY, Gen’! President CHAS. L. BAINE, Gen’l Sec’y-Treas. 


enor & SHOR 
\WORKERS UNION 


UNION) STAMP 


Facto 
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Rugged Strength 


combined with classic 

beauty is found in every 

LUNDIN Shoe. These 

superb Shoes not only 

satisfy the eye; they © 
*‘stand the storms.”’ 


Look at the style of the 
magnificent Dress Welt 
shown below. Isn’t it 
satisfying? 


And remember that it is 
just as durable as it is 
stylish. LUNDIN Shoes 
are built for men who 
know, what they want.in 
Workmanship, Design 
and Materials. 


The LUNDIN Shoe 
is right all through 


LUND-MAULDIN Co. 


MANUFACTURERS 
St. Louis, U.S. A. 
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The al 
A Round Toe Model 
“That Never Grows Old”’ 


Stock No. 905 


An especially attractive shoe to men of conservative 
tendencies. A proven fitter. A strong seller. 


Tan Mahogany Calf Blucher. High qualit 
leather soles. | cud counters. Full dead 
tongues, fleece lined. Leather top facings. 


In stock, A, B, C, D widths. 


“WRITE FOR PRICES AND DISCOUNTS 


J. W. Carter Chicago Calis 


Chicago, Illinois 
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= Quality First All Ways 


as UALITY” means more—vastly more—than just good 
O material. It means good material plus good workman- 
ship, plus. good lasts, plus good patterns, plus good 
finish, plus that indescribable thing usually called ‘Style’ — 
in other words, “*‘All Ways.” 


These firms incorporate these Elements into their respective 
products. 


WEYENBERG SHOE MFG. CO. 
ALBERT TROSTEL & SONS CO. 
BRADLEY & METCALF CO. 
EDMONDS SHOE CO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE CO. 
MENZIES SHOE CO. 
OGDEN SHOE CO. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 


Albert H. Weinbrenner Co. 
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Trostel’s 
Tested Leathers 


Originators and sole producers of 


Trostan Calf 33 


in the Lost Purple Color 


the beauty shade in leather, as staple 
in high grade shoe leather as blue serge in suitings. 


We produce a complete line of upper leathers in Chrome, 
Combination and Vegetable tannages—in Calfskins, Veals 
and Side Leathers, for fine, semi-dress and service shoes. 


In retanned sides we feature 
Black and Brown Zebu 


the World’s standard for service and quality. 


Albert Trostel & 
Sons Company 


Phoenix and Star Tanneries 
MILWAUKEE, WIS. 


DISTRIBUTORS: Trostel Leather Company 


London, Boston, Rochester, Chicago, Cincinnati 


Smiley & Van Dyke Wagner Leather Co. 
St. Louis, Mo. San Francisco, Cal. 





Quality 
Leathers 


P&V High Grade Leathers will give 


your shoes the highest quality authority. 
No leathers are produced under more exact- 
‘ing standards. ‘Three generations have been 
working on P & V Leathers, which are today 
as good as any leathers made and better than 


most leathers.) Any P & V Leather is good 


leather, the leader of its class, and -will give 
character and. style to your shoes. Give 


your customers confidence in your shoes 
by specifying P & V Leathers in your orders. 


Pfister & Vogel Leather Co. 


Milwaukee, 
Wis. 
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own town. 
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g but work shoes —made in a big, 


plant—t 
es rl 


with the best line I ever carried. Menz “Ease 


? 


toSeeMe 
Don’t blame you, for 
Shoe Company 


Care of 
nzies 


one cent postal and 


say you want to look me 
Milwaukee, Wis. 


Address me 


Mr. Sample Trunk 


I’m On My Way Again— | 


now means nothin 
sive work shoe 
ever saw. Pric 
sive work shoe line 


filled to the top 
I’m full.of good things. 
Just take a ‘“‘Before the 


The Me 


over. 
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Another Graham Special 
“THE PIONEER SHOE’’ 


First choice of the Farmer, Miner, Oil Man or any outdoor 
worker who desires Service and Satisfaction in footwear. 


No. 076—Heavy smoked elk, two full oak 
soles, natural bottom finish. Grain leather 
insole. Brass standard screw fastening. 


No. 075—Same in brown. No. 077—Same in 
lack. 

No. 046—Chrome waterproof or “tough 
leather’’ upper, two full oak soles, sewed in 
leather counter. 


Prices quoted on request. 


Showing construction of the 
**Pioneer Line”’ 


CARRIED 
IN 
STOCK 


“GRAHAM SERVICE IN BUILDING A BIGGER 
SHOE BUSINESS FOR THE RETAILER” is the 
title of a new book just off the press. It is a shoe catalog- 
plus, as it contains many helpful suggestions for any 
shoe department. 


IT IS FREE 


GRAHAM-BUMGARNER COMPANY 


MANUFACTURERS 


Parkersburg, W. Va. 











, dre using Nedlin Soles on different 

orades of shoes for the past year, the 
Anton Dohm Shoe Company, Inc., of New 
York City, is of the opinion that the NeGlin 
Sole is the only other-than-leather sole on 


the market that has “‘made good.” 





That Nediin Soles are 
supplying a need for shoe 
bottoms of long-wearing 





qualities is evidenced by 
their extensive use by many 
manufacturers on service 
shoes— men’s business 
shoes, women’s walking 
shoes, boys’ shoes and 
shoes for growing girls and 
the smaller children. 

















Nedlin S 


Trade Mark Reg. U. S. Pat. Off. 











By acquainting their cus- 
tomers with the extra wear 
and added comfort they 
get by purchasing Nedlin 
soled shoes, salesmen can 
increase their sales of 
Nedlin-soled shoes mate- 
rially. And they will find 
that the first pair of Nedlin 
soled shoes that are worn 
make for repeat sales. 


oles 


Nedlin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Goodyear Rubber Heels—heels so good 
that only 1. pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 











Washington crossing 
the Delaware. 
b Christmas Dey 1776 


er 
ee 


B 


| HE heart beat of every true American quickens at the remem- 
" brance of that bold stroke for freedom made by the “Father of 
his Country” on that Christmas day in 1776. 


The struggle of the ages has been for more free- 
dom and this same idea has been reflected in the 
shoe world. “Freedom for every little foot and 
equal rights for every little toe” is a Billiken 
doctrine. 


Buy Billikens and promote progress 


MSElroy Sloan 


Saint Louis 





July 26, 1919 BOOT AND SHOE RECORDER 


“The warrant of value 
that makes you sure” 


Williams Clark & Co. 


Lynn, Mass. 


Makers of Goodyear Welts Exclusively 
for the Better Retail Trade 
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NUBUCK | GUN METAL 











NUBUCK 


REG. U. S. PAT. OFF. 





HIS name and the quality for 
which it stands are inseparable. 


A trade name is as good as—and 
ne better than—the merchandise 


behind it. 
Faith in this trade name and the 


actual quality of the product go 
hand in hand. Results are the 


“ultimate word.” 
Our faith is reflected in our results. 


Look for the Name. 


Nubuck was originated and is tanned 
exclusively by 


A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 
Cincinnati Gloversville 
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by) Castle Havana Brown fashion Plate 


Ne Castle Leather Company Havana Brown Kid Bal., 
Arluto Last, Invisible Eyelets, Single Sole, Medium 


Heel. 
Made and Exhibited by 


THE STETSON SHOE Co., INC. 


SOUTH WEYMOUTH, MASS. 


Judge It by Its llsers” 
New Castle Leather Company 


NEW YORK 


Boston Montreal,Can. Chica g0 
and the Principal Leather and Shoe Centres Li Verywhere 
Factory, Wilmington,Del. 
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UGSrrect Do dg e 
For All Occasions 


IN STOCK 


Turn Oxford 
Is Here to Stay 


The shortage and high price 
of leather make it advis- Stock No. 253—Patent Leath- 


er, six eyelet Oxford; 23-inch 





able to wear the oxford. full Louis heel. 
EE OOO oh. $6.00 
There iS no question about wpa 286—The same in 
lu alt. 
its leather economy. Its 8 Se Oe: + $6.75 
- ce Stock No. — i 
excellent fitting qualities oe Sod actin 


make it both comfortable 
and graceful. For late Fall 
wear, no shoe is more practi- 
cal. Weare in a position to 
fill orders on oxfords for 
immediate delivery. 


WIDTHS AND SIZES 


AA, 4 to7; A, 3 to7; 
B and C, 2 1-2 to 7 


We do not ship orders for less than 
12 pairs of any one style 


Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 


Boston New York Philadelphia Chicago San Francisco 


183 Essex St. 851 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Blvd. 417 Pacific Bldg. 
Great Northern Bldg. r 


Montgomery. Ala. Kansas City, Mo. Philippine Islands 
20 Galena Ave. 537 Ridge Bldg. 304 Roxas Bidg., Manila 


All goods sold F. O. B. Newburyport; terms, net 30 days. 
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“The Largest Shoe and Leather 
Publishing House in the World” 


—This is a statement that 
the Boot and Shoe Recorder 
World Domination In | 


Shoe Trade Publicity Publishing Company can 


Keo truthfully make. 


. BOOT*SHOE - 


























—The 620,000 copies of Recorder 
publications which are circulated 
annually throughout the world 
represent the largest quality and 
quantity circulation of any publish- 
ing house catering to the shoe and 
leather trade. 








PREDOMINATE 


Recorder Circulations 
National and International 


PREDOMINATE 








Boot and Shoe Recorder, Cir- 
® culation- - - - - - - 10,000 


The Export Recorder - - - 4,500 
Latin-American Edition - - 4,000 


Spit KT wre 


Treasurer and Gen. Mgr. 
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O you feel that your 
order will be delivered 
on time? If so, you are 

dealing with a reliable house. 
Due to the scarcity of colored 
skins,.even the most reliable 
firms will be slow in filling that 
part of your order, but when 
you get them you may feel 
certain of the best obtainable 
in material and workmanship. 


Be:as wise next season and do 
not be deceived on inferior 
material. The name ‘“‘DUT- 
TENHOFER” is a guarantee 
for the genuine. 


The 
‘Heathcote 
Lace” 


Your Shoes! 


9 


Ss 


THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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~ Worth Waiting For 


“T’ll say one thing for you folks,” 
said a customer, just recently, 
your leather is worth waiting 
for. ““When I| do get it I’ve 
GOT something.” 


We have always tried to make 
everybody—manufacturer or re- 
tailer of shoes—tealize that when 
he got CREESE and COOK 
leathers he had something sub- 


stantial! 


We dislike to make any custom- 
ers wait for TONY RED and 
CRESCO, but we would rather 
make them wait than give them 


sub-standard leather. 


Help us both by giving your 
order earlier than usual to your 
shoe manufacturer. 


Aside from the heavier than 
ever demand for TONY RED 
and CRESCO we cannot lower 


our standards by over-rushing. 


July 26, 1919 


“You Can’t Think of Either Without the Other’’ 


“Tony Red” 
and 


‘“‘Cresco’’ 


Creese 
d 


Sunk 


Tanneries at 
Danversport 


P. A. Henry & Co. 
706 Broadway _Leather Trades Bldg. 
Cincinnati, O. St. Louis, Mo. 








— Salesrooms 


95 South Street 


Wolfenstein and Shanahan 
39 Spruce Street 
New York 
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Stock No. 820 Stock No. 510 
Black Glazed Kangaroo Blu. “Oh “Corsair” Last, Cherry Calf Var- 
Boy ” Last. Sizes and Widths, A,7 sity Bal. Heavy Single Sole, Broad 
to 11; B, 6 to 11; C, D, 5% to 11. Heel. Sizes and Widths, A to D, 
; 5 to 11. 


HE “DALTON” shoe is produced under 

conditions that count for quality and 
its maintenance. Every pair produced has 
our good reputation to protect, a dealer’s in- 
terests to advance, and a wearer’s approval 
to win and hold. 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183{Essex Street NEW YORK: 651 Macbridge Building CHICAGO: 1415 Great Northern Building 
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OR over 18 years the name “Firestone” 

on rubber has borne the same mean- 

ing, as “Sterlin3,” on silver. It is the hall- 
mark of quality. 


It has lon’, been a word of honor on tires, 
a pledge of excellence. And now‘it be- 
comes the distinguishing? mark of the best 
Pie rubber heels that America’s most skillful 
owing Easy Air-Cushion Chamber 
and Flanged Outer Edge rubber experts can produce. 


Firestone 
Non-Skid Rubber Heels 


do not slip on wet pavements. Owin3, to 
the peculiar shape of the Non-Skid indenta- 
tions, they will not fill up with mud. The 
easy air-cushion chamber increases resil- 
iency over ordinary rubber heels. Less 
cementing, is required, as the nails draw 
the flanged outer edges of the heels up 
snug, forming, a perfect fit. 





WAUAUUANGNATACANUUNUUANNAUNGDAUUUONUSTEANUADUNUSDGGUANSOUNONUUSGO NOECCANUDONSNALONANOGUGGUOUULAGTOOLNnNSTAHMUUAn 




















Your repair department will appreciate 
the easy application of Firestone Non-Skid 
Rubber Heels. And yourcustomers will 
appreciate their non-slipping, lonzZerwear- 
ing, qualities. Ask for details and prices. 


Snowe fred of ied FIRESTONE TIRE & RUBBER COMPANY 
FIRESTONE PARK é AKRON, OHIO 


— 
— 
.— 
— 
— 
— 
= 
— 
— 
— 
4 
= 
= 
= 
— 
— 
—! 
= 
— 
= 
— 
— 
— 
a7 
= 
a 
— 
—j 
—J 
= 
— 
—7 
— 
— 
—J 
— 
— 
7 
— 
= 
— 
J 
—t 
J 
= 
—J 
—J 
= 
* 








SM 














‘GLOVE GRIP - 


- ARCH SUPPORT 
SHOE 


“Strentthens the Arch at eeury Sep 


| % et GRIP , 


ek oe Woe 


4) be ee 


In the construction of Arnold’s 
Glove Grip Shoes ‘are incorporated 
ideas which:add to appearance, com- 
fort and wear. 

The merits of the specially formed \ 
shank will be revealed at the first 
tryon: 

Dealers handling {these “‘Made by 
Arnold’”’ shoes are increasing their 
salesgand profits. 


Model 446 Illustrated 


Black Kid, Bal. :Arnold’s combination last. 
Shipment from stock in most wanted 
sizes, widths A to E. 


Price $7.70 
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T. LOUIS gave us a hearty welcome on the occasion of our opening on 
Monday, July 21st, when our doors were thrown open and the public was 
invited to visit and inspect our new business home on Washington Avenue 


at Seventeenth Street. 








Our new business home is dedicated to the principle of Service, plus Good Shoe 
Merchandise and Honest Values. This magnificent structure was built and 
equipped for the sole purpose of better serving the many customers who have 
come to us in the past years because of the greater values they recognized in our 
shoe merchandise. 


We are now in position to better serve retailers in any part of the United States, 
because of the many advantages we have acquired through our move to St. Louis. 


It will be our great pleasure to greet you at our New Home, when you next visit 
this market. 


We are now. ready to fill orders promptly from our immense stock of new mer- 
chandise fresh from our eleven big factories. 


CENTRAL SHOE Go. 
ST Lours.u.SA. - 


5 ineesipeetc TER. 
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VAUGHAN’S IVORY 


THE SOLE THAT HAS MADE WHITE SHOES STAPLE 


AUGHAN’S IVORY completes the 


costume ! 


Picture a daintily dressed woman in shimmer- 
ing white, with hat and parasol to match. 


And how about her shoes? They are white, 
of course, but are they entirely in accord or 
is there something lacking? Are the soles 
and heels a permanent white, making a per- 
fect match with the rest of her attire, or is 
there an ungraceful, ragged look to them that 
mars her whole appearance? 


You have a style responsibility toward your 
customer— you know, if she does not, that it 
is VAUGHAN’S IVORY soles and heels 
that give the necessary touch that completes 
the costume. 


VAUGHAN’S IVORY is white clear 
through — its edge is its own—and it 

_ Costs no more than other good sole 
leathers. 


GEORGE C. VAUGHAN 


TANNERIES AT 
PEABODY te, Sa. 
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Whitest White 





26, 1919 BOOT AND SHOE RECORDER 








ee a | a ae ee ee oe 


oo | oe | 
SOOO 000 wl! JDOOUICICY AO4C, 





a a a ae ae ee ee | 





= a ae III en ic Inco Ic 
Imo nooo) ooooe: SaOoooos 


‘Over Half A Century of Good Shoe Making” 
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OWNED AND OPERATED BY A. H. GAINES-GORDON CO. 
For the Manufacture of Women’s Fine Turns and Welts 
Stamford, Conn. 
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Another Step Ahead 


UR success with “‘Lounsbury & Soule”’ shoes has necessitated an increased 


output. 


We take pleasure in announcing the completion of an enlarged plant that will 
produce fifteen hundred pairs daily of ‘Women’s Fine Turns and Welts,”’ em- 
bodying the usual quality of “Lounsbury & Soule Shoe Making” and our original- 


ity of design that have helped so much towards their popularity. 


These shoes are made under ideal working conditions, for we stop at nothing to 
maintain pleasant relations with our workers. We consider them so that they, 
in turn, will “Consider our Customers.” 


The output of this plant will be distributed through our New York and St. Louis 
stock rooms, where co-operation, in conjunction with satisfying service, are con- 
scientiously employed. Popular styles are always to be had for immediate 


delivery. 


We are ready to serve you. 


A. H. GAINES-GORDON. CO. 


MANUFACTURERS Main Office and Stock Room DISTRIBUTERS 
141 Duane St. 
NEW YORK CITY 
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PUBLIC SALE OF SURPLUS LEATHER 
U.S. ARMY 


Under direction of Surplus Property Division 
Office of Director Purchase &F Storage 


VALUE OVER $2,000,000 


TO BE HELD AT THE 


ZONE SURPLUS PROPERTY OFFICE 
1819 W. 39th St., Chicago, III. 


STARTING 10 A. M., AUGUST 6, 1919, AND CONTINUING DAILY 
THEREAFTER AT 10 A. M. UNTIL STOCK IS SOLD. 
RUSSET STRAP LEATHER BACKS—Grade A and B—4% to 8 oz. 
RUSSET STRAP LEATHER IN SIDES—Grade A, B and C—5% to 8 oz. 
RUSSET HARNESS LEATHER BACKS—Grade A, B and C. 
RUSSET HARNESS LEATHER IN SIDES—Grade A and B. 
SOFTEN SOLE LEATHER BACKS. 
RAWHIDE CALFSKINS IN WHOLE SKINS. 
RUSSET BAG LEATHER IN SIDES—Grade A and B. 
LATIGO LEATHER IN BACKS AND SIDES. 
OILED LACE LEATHER IN BACKS AND SIDES. | 
SHEARLINGS (WOOLSKINS). 


Tannage consists of the leading tanners of United States. 


CONDITIONS OF SALE 


1. Bids to be made at an advance of not less than one-half F 6. The acceptance of the bids will be determined at the 
of one cent per pound or foot. time the offer is made and all leather-must be removed from 


2. The highest bidder to be the purchaser, avd if any dispute the Government Warehouse within thirty days. 


should arise between the bidders for any lot, it shall be decided 7. Pie Gocseaensas cametes nd tacerdnce and ab sections 
by the Auctioneer. The Government reserves the right to left in the Government Warehouse after purchase will be at 
reject any or all bids. the risk of the purchaser. : 

3. Leather wili be offered by tannage. No bid wiil be 
received for less than 1,000 pieces (unless quantity is below Chica hn” cash t. o. b. Warehouse, 1819 W. 39th Street, 


that amount), which bid will carry an option for the entire : 

tanhage of tot offered which must be immediately exercised. 9: A deposit of $1,000 (certified check or cash) will be 
4. Foot leather will be sold according to marked footage required before participating in the bidding, which deposit 

as accepted by the Government. Pound leather will be deter- will be returned after the sale has closed if no award has been 

mined at time of delivery, making an allowance of one pound made to depositor. 

per roll for wrappings, . wrapped in paper. No claim will 10. Leather can be seen and inspected ten days prior to 

be allowed after removal. sale on application to Surplus Property Officer, Zone Supply 


5. Sale without recourse as to quality, grade or designation. Office, Chicago, Ill. 


ADDRESS ALL COMMUNICATIONS TO 


ZONE SURPLUS PROPERTY OFFICE 
1819 W. 39th St., Chicago, Il. 
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HOMPSON BROS. IN 
MEN'S FINE SHOEMAKERS 
sa Ok On Gs OP, 


BOSTON 
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Rueping Reputation 
for “QUALITY” 
Is Fully Maintained in Our 


REG. U.S. PAT. OFF 


OOZE CALF 


MADE IN 


WHITE BROWN 
GRAY BLACK 


Close Velvety Nap—Uniform Colors 














Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Established 1854 


—BRANCHES— 


Milwaukee 
St. Louis 
Northampton, Eng. 
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PROGRESS!!! 


Progress in Shoe and Foot 
Comfort Service 


IMAGINE a foot appliance that is NOT an arch support, that weighs less 
than 34 of an ounce, that can be fitted by any shoe salesman in less than 
THREE MINUTES, that can be worn with perfect comfort from the first— 
that can be fitted to all sizes of shoes and oxfords from AA to EE—that 
gives you 100;per cent clear profit and ENABLES YOU TO MAKE MORE. 
MONEY IN LESS TIME OUT OF YOUR FOOT COMFORT DE- 
PARTMENTS. 

THE NATURE TREAD PAD accomplishes all this and more: 


THE NATURE TREAD PAD positively relieves and permanently corrects 
all usual foot disabilities such as weak arches, callouses, corns and tired, 
aching feet and prevents shoes running over at the 

heels, breaking down at the shanks, bulging at the 

side or otherwise losing their shapeliness. 


THE NATURE TREAD PAD “POSITIONS” 
THE FOOT SO THAT NATURE COR. 
RECTS FOOT AILMENTS. It does not 
support the foot or brace the foot or act 

as a crutch. 


THE NATURE TREAD PAD EX- 
ERCISES AND DEVELOPS the 
foot, making it PERMANENTLY 
STRONGER and more HEALTHY. 


THE NATURE TREAD PAD 
marks a step in REAL (“not con- 
versational’”) PROGRESS because 
it definitely SAVES TIME—IN- 
CREASES PROFITS and MAKES 


FRIENDS. 
FREE OFFER 


A pair of A-Grade NATURE TREAD PADS will be sent to any established 
shoe dealer or shoe department in the U. S. ona FOURTEEN DAY FREE 


TRIAL and may be_returned at the end of that time without charge if 
desired. 
State size of shoe and’whether English or Foot Form Last. 
Regular prices to Shoe Trade A-Grade $18.00 Per Doz. Prs. 
¥ “ B-Grade $15.00 “ “ “ 


Please give name of jobber in placing orders. 


Manufactured by 


THE NATURE-TREAD MFG. CO. 


5 North La Salle Street, 
CHICAGO, ILLINOIS, U.S. A. 








THE NATURE-TREAD 
PAD is built with a wedge on 
the inner side of the heel, 
which comfortably directs the 
body’s weight to the outer 
border of the foot and a 
metatarsal button is placed 
just back of the tread so that 
the first and fifth metatarsal 
bones ride each side—thus 
establishing the proper weight 
bearing points—viz., center 
heel — small toe— great toe 














Buyers’ Easy Reference Directory 
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°c Its superiority is so 
conducting a pre- ‘ generally recognized 
inventory sale on all . 1/) that our market is be- 
seasonable Oxfords and wa ie iY ing _ constantly en 
Pumps at a saving of RY i{|! Customers are amon 
$1.00 to $3.00 a pair. IY most discriminating pe Bhp 
Wire for samples MI | leather values. Useful wher- 
and prices. IH) il ever kid can be used. 
(\G Expert attention to 
export trode 
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THIS HAS BEEN OUR LARGEST | 
BUSINESS GETTER THIS SEASON | 


We Still Can Give You Good | 
Sizes and Widths From Stock 


Top Grade F.B & C White Wash- ° 
able Kid, Rochester P soe yom | : . BUTTON BOOT 
Extra a bere ‘ey 7 ose-Lane Buitg: 
C26 m eel. Ato Ne Haverhill, Mass tag 
Same in High Grad M : . 
7 hme O° ie fe 09 
Bs. SCHINDLER i 
SHOE CO., INC. i Bancroft. Walker Company 
99 Duane St, NEW YORK, N. Y. | : Makers of Star? Shoes for Women 























Make Your Show Window 
Pay Your Rent 


ala Our line of Period 
Display Fixtures 


&s , will help you make 
| Lf i effective window 
» © Ss) displays. 

— i 





Many sales are 
made on the 
sidewalk. 


New catalog No. 92 
on request. 


‘Welt , 
for Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 





























The Oscar Onken Co. },."s — Cincinnati, 0., U.S. A. 











Pest ees eee ee esse eee eee 
tannec-cnae Sec 6 Om ae am oe ee et oe 














CORDO TAN ‘DYE. 


anent dye that changes a faded tan or light colored leather, 
calor Ki to a deep, rich cordovan brown, the popular shade 


ek 
Wood Heels 


Our experience and time at your service 
BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 


HAVERHILL. MASS. 


CORDO TAN is the result of exhaustive e imentation and 
research, and is absolutely guaranteed to do all we claim for it. 
Send for trial 50c package with 10c ae for parcel post— NOW 


6 Pinte § $0.75 $1.50 
auarte 3.00 + "Gallon 5.00 
Gallon 7.50 


ARISTO PRODUCTS 
602 Myrtle Ave. 
BROOKLYN - - - - NEW YORK 


We have taken over the business of the New York Shoe Dyeing Co. 
ARISTO KLACK DYE will dye any leather a permanent jet 
bleach 
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The Test for a 
Merchant! 


The test for you is:—‘‘What line has the repu- 
tation of shipping over and over true to sample?” 


Can there be better proof that our line is the 
one you are looking for, than the fact that three 
quarters of our customers sign our Trade Accept- 


ances before they see our goods? 


The shoes you order are the shoes you get. 


P. J. Harney Shoe Company 


Factory and General Offices: 


LYNN - MASSACHUSETTS 


IN STOCK DEPARTMENT—78 Lincoln Street, Boston 
BOSTON OFFICE—183 Essex Street 
COAST DISTRIBUTORS—H. S. Bell & Company, Los Angeles 
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HE upward tendency in shoe prices 
is going to have great influence on the 
public when it gets ready to buy Fall 
footwear. Realizing that only good 
shoes will justify the payment of the 
price, people will demand those bear- 
ing the maker’s mark which to them 
is a guarantee of quality. 


RICE & HUTCHINS 


DUCATO 


REG. U.S, PAT. OFF. 


SHOE ® 


Educator Shoe stamped on the sole 
of a shoe has always inspired the 
public with confidence. 


Distributors of Educator Shoes 


The Rice & Hutchins New York Company The Rice & Hutchins Baltimore Company 

The Rice & Hutchins Atlanta Company The Rice & Hutchins Chicago Company 

The Rice & Hutchins Cleveland Company ‘The Rice & Hutchins Cincinnati Company 

The Rice & Hutchins St. Louis Shoe Co. The Atlas Shoe Company Boston, Mass. 
JosephI. Meany & Co., Inc., Philadelphia, Pa. 


Rice & Hutchins, Inc. 
20 High St., Boston, U. S. A. 














